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GROSS VERSUS 
NET COMMISSIONS 


{Says Priliciple of Net Commis- 
on Earning is Not a Fair 
Proposition 








OF WIDE CONTROVERSY 


“ ibility of Insurance Agent And 
When Risks Are Written 
Pointed Out 


we is more difference of opinion 
her or not a broker can retail 
jommission when policy is can- 
‘than on any other subject now 
& the insurance fraternity. Re- 
y, a representative of The Eastern 
writer saw a large number of 
rs, underwriters, agents and bro- 
elative to this matter and in near- 
y office he received divergent 
; In one office he saw both the 
stion and the legal departments, 
ley did not agree. 
the Red Book fire and casualty 
number of The Eastern Under- 
published last week there was 
3 e on the subject by William 
dger, Jr., a well known insur- 
wyer 


ss, one of them, a broker, Joseph 
lone, of 51-53 Maiden Lane, who 
(to The Eastern Underwriter: 
Subject of Great Interest : Da. 
I suggest to you an opel: ‘dis- 
1 in your valued paper of the-arti- 
At appears in your red book? @di- 
lating to ‘Can Broker Retai 
sion When Policy Is ne 
Expiration’? ~ 
B is a subject that will ordi a 
nterest with your readers. Per- 
, 1 do not agree with Mr. Bad- 
nion that the broker should also 
8a net commission. The weight 
and fairness is more on the side 
| gross or full commission than 


bugh gross return premiums are 
@d by brokers, which is the gen- 

tice of my office, the principle 
le! commission earning is not a 
‘position. The handling of an in- 

policy contract involves no less a 
sibility than a contract for a term 
f drawn up by a lawyer. Would 
' (Continued on page 14) 











Jawyer. This has drawn letter 
Several persons in the anarai i] 














NEW YORK, FRIDAY, NOVEMBER 18, 1921 


First British Insurance Office Established in United States A. D. 1804 


~PHCENIX~ 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 





A Corporation which has stood the test of time! 
139 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 
and facilities. 


UNITED STATES HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY 


PERCIVAL BERESFORD, U. S. Manager 




















BAGGAGE INSURANCE 


When we read of ships sailing with full passenger 
lists,—trains with every berth taken,—we realize that 
the “BROAD FORM TOURIST POLICY” still offers 


abundant possibilities. 








PALATINE INSURANCE CO. 


Head Office 








Limited of London 
114 Fifth Avenue New ae 
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Lock Your Automobile -- 
Why Invite Thieves ? 


Your ‘car unprotected does exactly 
that very thing. But it’s thief-proof 
if safeguarded with an 


“ABLE AUTO. 
LOCK” 


Can be put on by any one without 
disturbing any the original car 
equipment—but pill no HP by no one. 

Price $15.00 

EASTERN DISTRIBUTORS 
PHILADELPHIA, PA, NEW YORK, N. Y. 


G. W. ga & Fo Burglar Freel Auto Lock Corp., BOSTON, MASS. 
350 West 52nd Street, R. B. Clarke, 
1327 a .— ie 


$3.00 a Year; 25c. per Copy 


NEW POLICY FORMS 
OF MUTUAL BENEFIT 
READY JANUARY | 


Surrender Value Equal to 3 P. C. Re- 
serve Less Indebtedness at End 
Third Policy Year 








HOW THE TWO FORMS. DIFFER 


Announcement About Dividends; Set- 
tlement Optiors; Change of Bene- 
ficiary; Incontestability 


The Mutual Benefit announces im- 
portant changes in its contracts. New 
policy forms, which have been adopted, 
will be ready for use the first of the 
year. 

Under the new forms the cash sur- 
render value will be equal to the Amer- 
ican Experience three per cent reserve 
less any indebtedness at the end of. the 
third policy year. For the first policy 
year there will be a surrender charge 
of $10 per $1,000 of insurance, while at 
the end of the second policy yedr the 
surrender charge will be $5 per $1,000 
of instrance. There will be no surren- 
der charge for dividend additions. 

Paid-up policies issued in exchange 
for surrendered policies and extended 
insurances will participate in surplus. 

The table of non-forfeiture ‘values in 
the policy will be on the basis of $1,000 
of insurance. On the ordinary life and 
twenty payment life plans the values 
will be printed. for all the principal ages 
at entry. 

Dividends 

In addition to the Addition and Ac- 
celerative Endowment plans the com- 
pany will extend as an option the Ac- 
cumulation plan. Under the Accumula- 
tion plan dividends are retained by the 
company and accumulated at interest 
compounded yearly at the rate of three 
per cent, or at such higher rate as may 
be determined by the Directors. Divi- 
dends so accumulated will be applied 
automatically at the expiry of the grace 
period to the settlement of the amount 
then due for premium and interest, if 
sufficient therefor, or if not sufficient, 
will be applied to increase the term 
(but not the amount) of extended in- 
suranee. Dividend accumulations not 
so applied may be withdrawn in cash 
and included in any cash settlement 
made on the maturity or surrender of 
the policy, or will be transferred to the 
credit of any paid-up policy issued in 
lieu of the original policy. 

Under the Addition plan any existing 
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dividend additions may be canceled if 
the insurance has not been extended, 
and the reserve thus released may be 
withdrawn in cash, provided the secu- 
rity of any outstanding loan shall not 
be impaired. 

Under the Accelerative Endowment 
plan the policy may be restored to the 
original plan upon evidence of insur- 
ability satisfactory to the company and 
the reserve thus released withdrawn in 
cash, provided the security of any out- 
standing loan shall not be impaired, 

Under the Addition, Accumulation or 
Accelerative Endowment plans the pol- 
icy may be converted into a fully paid- 
up participating policy for a sum equal 
to the original amount insured, payable 
at the time the original policy was pay- 
able, in accordance with its original 
terms, and subject to any outstanding 
indebtedness on the policy, when ithe 
entire reserve together with the accu- 
mulated dividends, if any, shall equal 
or exceed the net single premium there- 
for. Under the Accelerative Endow- 
ment plan this option is limited to three 
months from the time when it shall 
first become available. 

Dividends upon extended insurance 
will not be paid for any fraction of a 
year. 

Settlement Options 


Special privileges numbers 2, 3 and 
4 are designated in the new policy as 
settlement options A, B and C, respec- 
tively. The policies provide for a 
monthly income, but the insured and 
beneficiary have the option of a quar- 
ter-annual, semi-annual or annual in- 
come. Under option A the first pay- 
ment will be made at the end of the 
period selected. Under options B and C 
the first payment will be immediate. 
The income upon the quarter-annual, 
semi-annual and annual basis will be 
three, six and twelve times, as the case 
may be, the income upon the monthly 
basis. 

Heretofore, monthly instalments have 
been slightly larger than the annual 
instalment to. allow for the fact tliat 
under monthly instalments some por- 
tion of the corresponding annual instal- 
ment remains in the company’s hands 
during the year. Under the new policy 
the adjustment to allow for this fact 
will be included in the dividend. Divi- 
dends will be correspondingly adjusted 
where instalments are payable quarter- 
ly or half-yearly. 

The annual dividends payable in con- 
nection with the settlement options will 
begin one year after the maturity of 
the policy. 

Any amount left with the company 
under settlement option A (former spe- 
cial privilege No. 2), may be withdrawn 
at any time subject to the right of the 
company to require three months’ no- 
tice in writing. 

Change of Beneficiary 

The insured may avail himself of the 
right to change the beneficiary at any 
time, and from time to time, while the 
policy or any extended insurance is in 
force and not assigned. 

Incontestability 


The incontestable clause of the new 
policy will read as follows: 

“Except for non-payment of Pre- 
mium, this Policy will be incon- 
testable one year after its date of 
issue, if the Insured be then liv- 
ing; otherwise, two years after its 
date of issue.” 

Rights of Insured 
The new policy will provide that with- 
out the consent of any beneficiary the 
insured may exercise any option or right 
retained in the application. 


New Application 


A new form of application has been 
prepared which must be used in connec- 
tion with the new policy. The princi- 
pal change therein is a definite state- 
ment by the applicant regarding his 
desire to exercise the following rights 
and options and receive all benefits 
arising therefrom without the consent 
of any beneficiary: (a) Change of Bene- 
ficiary, (b) Surrender Options, (c) Cash 
Loans, (d) Loang to Pay Premiums, 


(e) Dividend Options, (f) Re-instate- 








Boston, Massachusetts 
ARTHUR E. CHILDS, President 
Issues the best forms of policies of 
Life, Accident and Health Insurance 
Our Complete Protection Combination 
is the ideal form of insurance coverage 


The Columbian National Life Insurance Company 




















PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 





Address, 




















ment, (g) Settlement Options, (h) Re- 
ceipt of Proceeds as Endowment, 


Retroaction 


The new. non-forfeiture values will 
be applicable to all policies issued since 
December 31, 1907, which lapse or are 
surrendered after the new policy has 
been put in use. The new system of 
cash surrender values will apply to all 
outstanding three per cent reserve poli- 
cies, but the company cannot, without 
the consent of all parties in interest, 
alter the terms of extended insurance 
provisions of three per cent contracts 
issued prior to January 1, 1908. 

The Accumulation plan will be ap- 
plicable as soon as the new policy is 
put in use to any outstanding policy 
which is not upon either the Addition 
or Accelerative Endowment plan. 

Beginning with January 1, 1923, divi- 
dends will be paid in 1923 upon all out- 
standing paid-up policies issued in ex- 
change for surrendered policies which 
are in force upon the anniversary in 
1923 and.also upon all outstanding ex- 
tended insurances which are in force 
upon the anniversary in 1923 of the 


date when the extended insurance went 
into effect. 


No change in outstanding policies 
will be necessary to secure the advan- 
tages set forth in the three preceding 
paragraphs or to secure the various 
modes of settlement set forth in the 
settlement options. 





NEW ENGLAND LEADERS 


The twenty-second edition of “Fire 
Insurance in New England,” published 
by the Standard, is off the press. Of 
the fifty leading agency companies writ- 
ing in New England the first ten in 
rank follow: Home, Hartford, Aetna, In- 
surance Company of North America, 
Great American, Continental, National, 
Royal, Pennsylvania and Globe & Rut- 
gers. The Boston premiums and losses 
for forty years follow: Premiums $157,- 
556,887; losses $75,569,310, a ratio of 
47.9%. 





The Palmer-Blair Co. has been ap- 
pointed Toledo general agent of the 
Northwestern National. 











T. LOUIS HANSEN, 


Vice-President 


Home Office - - - 





Backing Up the Agent 


During the first six months of this year, 5,211 Letters 
of Welcome were sent to new Guardian policyholders. 


Backing up the Agents’ efforts with a courteous 
personal touch that strengthens the bonds of friend- 
ship between the policyholder, the Agent and his 
Company is just another example of Agency Co- 
operation as practiced by The Guardian. 


If you want to know the whole story of what this 
Company is doing for its field men, address: 


or GEORGE L. HUNT, 


The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 


Supt. of Agencies 


50 Union Square, New York 


























Calls Attention To 
Resident Agent Laws 


PENN MUTUAL TO FIELD ForcE 





Policies Are Contracts of the State 
Wherein Application is Signed, 
Says Company 





The Penn Mutual Life has made this 
statement to agents relative to 


resident 
agents’ laws: 

“The attention of our Genera] \gents 
and solicitors is directed toward the 
resident agent laws in the several 
states, which limit the right to procure 


applications for insurance to those per- 
sons who are residents of the state 
granting the license, 


“On April 30, 1920, Vice-President 
Passmore sent out a circular letter call. 
ing attention to the difficulties which 
beset the Home Office in attempting to 
conform to the law when an agent, 
without license and without authority 
from the Company, writes insurance in 


a commonwealth outside of his district, 
thinking that the only requirement 


necessary to validate this act is the 
consent of the General Agent to whom 
that territory has been assigned. 
“The general situation is also com- 
plicated by virtue of the so-called re. 
ciprocal laws in some states which, 


though they have no resident agent law 
vron their statute books, invoke re- 
taliation against citizens of other states 
having resident agent laws, because 
they deny the former’s citizens the 
right to do business on account of their 
domicile. 
Applications by Mail 


“Sometimes applications are written 
by mail, This might appear at first 
sight to solve the problem, but it does 
not. It has generally been held that 
policies of life insurance are contracts 


of the state wherein the application is 
signed, although the decisions have not 
been uniform. But, as long as the Com- 
pany conducts its business through law- 
fully appointed General Agents, resi- 
dent in the several states, it is amen- 
able to the laws of those states, and 
the acceptance of insurance written 
through mails by an individual who 
could not secure a license to solicit in 


person is suggestive of the company’s 
failure to abide by its obligations to 
the laws and regulations prescribed. 

“It is necessary, therefore, to men- 
tion the rule which has been in opera- 
tion since April 30, 1920. 

“Where an agent, holding no license 
to do so, desires to write insurance out 
side of his territory, he should notify 
the Home Office of his intention before 
proceeding further. If it is possible, 
a license will be procured for him, pro- 
vided proper arrangement has_ been 
made with the resident General Agent. 


If it is not possible to procure a license, 
and the application is taken, showing 
by its execution that it was unlawfully 
solicited, the policy, if issued will be 
sent to the General Agent residing in 
the state where the application was 
signed, and to whom that territory has 
been allotted by the Company, whether 


or not a waiver has been grante l, and 
whether the soliciting was done by mail 
or in person. a 

“Incidental to this announcement, It Is 


relevant to state we are unauth rized 
to do business by mail or otherwise. 
in Arizona, Arkansas, New Mexico and 
Texas, and there is no method by which 
the Company can lawfully accep! busi- 
ness produced in these states. 





A QUOTE FROM EDISON 

I have been through five Seprossioe? 
during my business life. They !! ac 
alike. This latest one acts exactly like 
all the rest. The men who, if business 
fell off 66%, increased their selling ef: 
fort 75% managed to pull through - 
if there had been no depression. an 
the efforts of such men tend to shortea 
the periods of depression.— Thomas 
A. Edison (Quoted in Push). 
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RCE 4p BEEN ILL FOR SOME TIME 
S 

; “Ws pegan With Company When a Book- 
: keeper Fifty Years Ago; a Tower 

of Strength 

aa poland O. Lamb, the much-beloved 
é president of the John Hancock, who has 

gents heen in failing health for some time, 


died on Monday. He was seventy-one 
1 the years old. The funeral was held in 
veral Yount Auburn Chapel on Wednesday, 
ocure the company’s Offices being closed on 
© per- that day in the afternoon. From the 
state Association of Life Insurance Presi- 
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first 
does ROLAND O. LAMB 
bee dents came a committee consisting of 
on is George T. Wight, manager, and Robert 
on Lynn Cox, of the Metropolitan. 
Nom. News of his death caused widespread 
law regret in John Hancock circles. He 
resi- yas a man who for half a century de- 
men: yoted his life to the service of one 
and company and in writing an account of 
‘tten the history of Mr. Lamb’s life it is 
who necessary to write a history of the 
it in company for this half century. 
ny’s He began as a bookkeeper when 
s to twenty-one years old, being successive- 
d. ly promoted to various official positions 
men- uid was made president of the Com- 
era- pany in 1909. 

During the 50 years of his service 
ense Mr. Lamb has seen great growth and 
out: changes in the life insurance business 
tify as Well asin the Company. At the time 
fore he became connected with the John 
ible, Hancock iis assets amounted to $2,000,- 
pro- 00 and its surplus $200,000, while at 
een the present time these assets approxi- 
ent. mate $240,000,000 and the surplus $12,- 
nse, 000,000. 
ving Fifty years ago the company’s in- 
‘ully tome was $800,000 and this has been 
| be increased to approximately $63,000,000. 
> in The policies then outstanding were 8,- 
was 00 and at the present time they are 
has 400,000, while the amount insured 50 
ther years ago was $19,000,000 and the out- 
and flanding insurance is now approximate- 
mail ly $1,500,000,000. 

Mr. Lamb was born in Beverly, 
it is Massachusetts, in 1850 and entered busi- 
ized Ness after receiving a public school 
rise, tlucation. He was prominent in Ma- 
and mnie circles and a member of numer- 
hich 8 clubs in the city of Boston. 
usi- He has served as a director in the 

Massachusetts Fire and Marine Insur- 
‘nee Company, the New England Power 
pany and the International Trust 
Mpany. He is survived by Mrs. Lamb 
pe” and one son. 
= An Estimate by Forrest F. Dryden 
- Mr. Lamb's friends in other compa- 
a were numerous. When President 
; en, of The Prudential, heard of his 
P. femise, he said: 
res “Industrial life insurance has lost 
mas one of its chief advocates and fore- . 





workers in the death of. President 
an1 those of us who knew him 

have lost a cherished friend. Con- 

(Continued on page 9) 
























The Prudential 


Insurance Company 


of America 





FORREST F. DRYDEN HOME OFFICE 


President Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 











Bank Savings And 
Insurance Combined 


NORTHWESTERN NATIONAL PLAN 








Will Restrict Sales Exclusively to 
Agents of Company, Says 
Vice-President 





The Northwestern National has form- 
ulated a bank savings and life insur- 
ance plan. 

The plan contemplates combining 
thrift and protection through “monthly 
deposits in the bank, to be credited to 
the savings account and also to cover 
the life insurance premium. A num- 
ber of life insurance companies have 
introduced within the past year a plan 
of securing joint savings accounts and 
life insurance. 

“That such a method meets a strong 
public demand is evidenced by the large 
volume of business secured, and it must 
be accepted as the most popular de- 
parture in life insurance methods in 
recent years,” says Vice-President Wil- 
son, of the Northwestern National. 
“The plan as operated by these compa- 
nies places the sale of the savings ac- 
counts and life insurance in the hands 
of representatives of the bank and not 
those of the life insurance company. 
Our method will restrict the sale ex- 
clusively to agents of our Company, as 
we do not think it equitable to place 
our representatives in direct competi- 
tion with salesmen of the bank. Fur- 
ther, the general public will be served 
much more intelligently, and no doubt 
more fairly by experienced and well- 
trained insurance salesmen than by 
men who have little or no knowledge 
of the principles of life insurance. Our 
plan will also relieve the bank of the 
necessity of selecting and managing a 
corps of salesmen.” 

The new thrift‘ and protection plan 
has many advantages, chief among 
which are the following: . 

ist. It insures a savings account in 
the event of the premature death of 
the depositor. 

2nd. It enables the policyholder to 
pay his premiums monthly, thus ex- 
tending the benefits of life insurance 
to a large class who are unable to pay 
yearly or even quarterly premiums. 
The experience of automobile, piano, 
and furniture dealers in largely in- 
creasing their sales through monthly 
instalments is analogous. 

3rd. It gives the life insurance rep- 
resentative a favorable approach to a 
large class who may be easily infiu- 
enced to enter upon a program of thrift. 

4th. It brings the benefits of sav- 
ings to the attention of a large number 
who would never voluntarily begin a 
savings account without personal solici- 
tation. 





COLONEL WOLFE TOASTMASTER 





Commander of Military Order of World 
War In Chair At Brilliant 
Banquet 





Col. S. H. Wolfe, the well-known ac- 
tuary. was toastmaster at the Armistice 
Day Dinner of the New York Chapter 
of the Military Order of the World 
War, of hich he is commander. For- 
mer Ambassador to Holland Van Dyck, 
Martin J ittleton and other prominent 
men talked at this very interesting 
event. The audience was brilliant and 
the “Star Spangled Banner” was suns 
by “Mme. Gladys Axman, of fhe Metro- 
politan Opera Company, the accom- 
paniment being played by the wife of 
Brigadier General Lord. Among the in- 
surance men present were President 
Cochrane, and Vice-President Davis, of 
the Pacific Mutual; Bayard P. Holmes, 
of the Hooper-Holmes Bureau; and 
S. H. Luckett, secretary of the Unii2d 
States Casualty. 
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W.E., Taylor, Chairman 
Life Agency Officers 


ALBERT G. BORDEN, SECRETARY 








Life Insurance School Heads Tell of 
Their Work; Running Account 
of Meeting 





(By a Correspondent) 

At the fifth annual meeting of the 
Association of Life Agency Officers, 
held in Chicago, Nov. 10 and 11, the 
single theme of “Company Plans for the 
Education of the Soliciting Agent” was 
developed witha thoroughness that was 
instructive, although the two-day pro- 
gram on the one subject became some- 
what of a monotone. The company 
symposium offered a wealth of mate- 
rial for all company members and fur- 
nished excellent comparison of the dif- 
ferent methods now in use. The talks 
were inspirational and educative. 

W. E. Taylor, vice-president of the 
Equitable Life of New York, was elect- 
ed chairman for the coming year, suc- 
ceeding Chairman Hamilton, who has 
brought the Association through an- 
other successful year. The other offi- 
cers elected were: vice-chairman, 
E. D. Field, National Life; Vt.; secre- 
tary-treasurer, A. G. Borden, Equitable 
Life of New York; new members of the 
executive committee, for a three-year 
term, L. Seton Lindsay, New York Life; 
H. B. Gunter, Southern Life & Trust; 
J. W. Simpson, Sun Life of Montreal. 
The executive members of two and one- 
year terms are carried over from the 
last year’s committee. 

The First Session 

The first session. at which President 
Isaac Miller Hamilton of the Federal 
Life, the retiring chairman, presided, 
was opened with the convention hall 
filled to capacity. A. G. Borden, of the 
Equitable of New York, read the secre- 
tary-treasurer’s report, which outlined 
the growth and strength of the Associa- 
tion. Messages were sent to two of the 
leaders of the organization who were 
unable to be present due to illness, 
Philip Burnet, president of the Conti 
nental Life, of Delaware, and George B 
Stadden, president of the Franklin Life 
With the business preliminaries com- 
pleted, the main theme of the conven- 
tion was opened. 

The first paper read was that on 
“Institutional Plans for Instruction in 
Life Insurance Salesmanship,” by Grif- 
fin M. Lovelace, director of the school 
of life insurance salesmanship at Car- 
negie. A detailed analysis of the oper- 
ating plans and purposes of the school 
was given. E. M. Howbert, director 
of the Denver University school of life 
insurance, then outlined the work at 
the western institution, comparing its 
plans with those of Carnegie Tech. 
With .the school plans detailed, the 
subject of company plans was next 
taken up by Dr. J. A. Stevenson, second 
vice-president of the Equitable of New 
York. Dr. Stevenson, formerly director 
of the Carnegie school, gave the 
plans of the Equitable in his usual in- 
teresting style. 

F, T. Stanford, ‘secretary to the presi- 
dent of the Canada Life. T. C. Denny, 
secretary of the Central Life of Des 
Moines, and H. M. Holderness. agency 
correspondent of the Connecticut Mu- 
tual, each explained their individual 


George Washington 
Life Insurance 
Company 
Charleston, W. Va. 


Direct. Contracts 
Available in Virginia 
Address: 
ERNEST C. MILAIR — 
Vice-President and Secretary 
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EQUITABLE LIFE OF IOWA 


Results of 1920 


$254,538,407.00 of Insurance in Force 
$ 62,399,248.00 New Business in 1920 (paid for) 


1921 





Sixty-nine per cent of all business 
written since organization still in force. 





For information address: 





Home Office, Des Moines 








company plans, showing extensive use 
of agency development plans. The 
afternoon session opened with an inter- 
esting and novel talk by F. T. Stanford, 
of the Canada Life, who presented a 
moving picture film on “The Birth ot 
an Application,” showing the develop- 
ment of the sale through company co- 
operation. 

Dr. A. A. Hamerschlag, president of 
Carnegie Institute, made his first ap- 
pearance before the Association and pre- 
sented a talk on “The Place for Research 
in the Sales Branch of American Busi- 
ness,” in which he took exception to the 
present practicesof insurance companies. 
Dr. Hamerschlag drew some excellent 
comparisons with the business world 
and made several suggestions for the 
improvement of insurance selling and 
economical operation through proper 
research work. Winslow Russell, vice- 
president of the Phoenix Mutual and 
of the educational committee of the As- 
sociation, responded to this speech and 
W. E. Taylor, of the Equitable Life, 
read his paper on “The Value of Re- 
search.” These papers gave a compre- 
hensive outline of research methods 
and the value of such work for life 
companies. George L. Williams, sec- 
retary of the Union Central also spoke 
on this subject. 


Read Papers of Absent Members 

Returning again to the central theme, 
several papers of absent members and 
those called out of town were read, 
those of L. Seton Lindsay, superintend- 
ent of agents of the New York Life, 
Matthew BH. Walker, of the Provident 
Life & Trust, and W. T. Shepard, vice- 
president of the Lincoln National. Paul 
M. Ray, field supervisor of the .Equit- 
able of Iowa, and E. C. Milair, secretary 
of the George Washington Life, then 
explained their company plans. The 
first day’s proceedings closed with the 
reading of a message from John L. 
Shuff, president of the National Asso- 
ciation. 

The Friday program opened with ad- 
ditional papers on the central theme, 
that of the company plans. T. Louis 
Hansen, vice-president of the Guardian 
Life of New York, and Robert D. Lay, 
vice-president of the National Life. 
U. S. A., each outlined their company 
programs. A diversion in the program 
was next offered by G. H. Harris. super- 
visor of the field service of the Sun 
Life of Montreal, who added to tke 
company plans a description of the 
Montreal plans during the present day 
immigration of conventions into Can- 
ada. 

Canadian Plans 

C. H. Carpenter, eastern superintend- 
ent of agencies of the Great West Life. 
of Canada and chairman of the Can- 
adian Association of Life Agency (Offi- 
cers, next brought out the Canadian 
plans and also snoke of the co-operative 
efforts of Canadian and American com- 
nunies. The company plans of the 
John Haneock Mutual were next out: 
lined by H. G. Wischmeyer. assistant 
superintendent of agencies of that com- 


pany. F. E. Hall, superintendent of or- 


> vscpitey pe sha 


dinary agencies of the Life Insurance 
Company of Virginia, then outlined tha 
two methods in use with his company, 
one system for the ordinary and one 
for the industrial. There was a break 
in the development of the subject of 
company plans with the reading of the 
report of che executive cuominittee by 
Secretary A. G. Borden. One of the 
features of this report was the recom- 
mendation for the organization of a 
central research bureau for life insur- 
ance at Carnegie. 

The closing session opened with the 
paper by George H. Hunt, superintend- 
ent of agencies of the Imperial Life of 
Canada, on his company’s plans. L. P. 
Brigham, assistant superintendent of 
agencies of the National Life of Ver- 
mont, next spoke and a most interest- 
ing paper was given by George H. Gas- 
ton, second vice-president of the Met- 
ropolitan, who gave the Metropolitan 
program. E. S. Albritton, superintend- 
ent of agents of the Minnesota Mutual, 
next spoke, showing the advantageous 
use of agency conventions by his com- 
pany. Ralph H. Rice, president of the 
National Fidelity Life, Glover S. Hast- 
ings, superintendent of agencies of the 
New England Mutual. and Fisher Sim- 
mons, son of E. G. Simmons, vice-presi- 
dent of the Pan-American Life, followed 
with an analysis of their company 
plans. 

J. Howard Jefferies of the Penn Mn- 
tual Life next delivered an ‘tmpressive 
talk, giving the brilliant future in the 
life insurance business for those inter- 
ested in educating themselves. Carl A. 
Secoy, assistant agency manager of the 
Phoenix Mutual, next spoke on his com- 
pany’s practice and experience. A 
naper bv Sidney A. Foster. of the Royal 
Tinion Mutual, closed the formal part of 
the program and retiring Chairman 
Hamilton called upon the new chair- 
man, William E. Taylor, vice-president 
of the Equitable of New York, who nre- 
sented an admirable address on the 
Association work in the past and in the 
future. 


Convention a Success 


The convention gave all members 
ideas on the development of education- 
al plans and the experience in different 
locations under changing circumstances 
of those now in use. There was a di- 
vergence of opinion on several of the 
present programs, but the actual com- 
pany exnerience was outlined in each 
case. The convention was a suecess 
and the officers will return with a 
\broader vision on the idea of educating 
the solicitors. One of the points 
stressed in many papers was that the 
officers themselves were in great need 
of education on the matter of agency 
selection. This is of vital imnortance. 
for: there are men who cannot absorb 
education in any degree. There was 
an impressive moment during the pro- 
eeedines on Armistice Dav when the 
hour of eleven sounded, all rising and 
facing east in silence for two minntes. 
in honor to those fallen heroes of the 
war. 

The plans as outlined by the various 


ee a 
company Officials did not vary to an 
marked extent, each company using 4 
different combination of the system, 
of educating agents. Conventions, ¢jp, 
culating libraries,  correspondenca 
courses, local gatherings, agency 
schools, work such as that at Carnegie 
specified study and practice under the 
leadership of the manager, ficid train: 
ing with experienced salesmen, ang a 
few other methods of giving the inex. 
perienced solicitor a knowledge of life 
insurancé salesmanship were all ¢. 
plained. Each company used lifferent 
details, but all used the same funda. 
mental plans in some form. The expe. 
rience had been different, some favor. 
ing conventions, others disapproving of 
them, some approving of this scheme 
others emphasizing another, They wer, 
all agreed that for the building of , 
permanent agency force, edutation of 
the agent is necessary and practieal ap. 
plication of the problems and thedries 
must be given. Carnegie and similar 
institutions were highly praised anj 
many said that a combination of this 
training with agency work should de. 
velop producing forces, provided the 
agency selection was scientificallymmade 
through training of officers and’ map. 
agers. 





PLANS FOR JANUARY 19 





National Life Insurance Day Campaign: 
To. Aid Business Conservation 
One Feature 





A tentative program for the proposed 
National Life Insurance Day, (January 
19, 1922,) and National Life Insurance 
Week, (January 23-28), follows: 

Series of Institutional posters featur 
ing “Conservation,” to help in cam- 
paign to reduce lapsation, surrenders 
and policy loans. 

Series of Institutional posters press. 
ing the question, “Is Your House in 
Order?” 

Series of Institutional leaflets cover. 
ing above subjects. 

Preparation of mats and electrotypes 
for use by underwriters’ associations 
and individual advertising during the 
campaign. 

Preparation of lantern slides and 
moving picture films on same subjects. 

Arrangements for prize essays’ if 
schools on the subject of life insurance. 

Plans for special drives during Na 
tional Life Insurance Week for “An ap 
lication a Day for six consecutive 
days.” 





OCTOBER BUSINESS GOOD 

Figures just made public by officials 
of the Columbus Mutual Life show that 
the company’s paid-up business for 
October amounted to $1,715,000, against 
$1,042,000 in the corresponding month 
of 1920. This is the largest single 
month’s business so far this year. 

During the first ten months of 1920 
the company wrote 4,994 policies val 
ued at $10,084,000, an average of $2,019 
per policy. During the same period 
this year they had written 4.468 pol 
icies with a valuation of $9,467,000, an 
average of $2,119. These figures tent 
to show that the public is coming toa 
larger understanding of the true value 
and advantages of life insurance, am 
accordingly are taking out larger pol 
icies. 





CAPABLE MEN , 
Can Alwavs Re 

WELL PLACED 

Much desirable territory is ready * 
Agents who can deliver policies in sat 


factorv volume. Inquiries about localities 
will have careful attention. ; 
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Address: uh 
ALBERT E. AWDE, Supt. of Agencle 








November 
— 
j.M. E 

Heac 
pLANS 4 


Opportuni 
tute; Su 
tr 


Not the 
the annua 
jssociatio 
the report 
(Winslow 
and Glove’ 
things it 
proceed in 
pureau . of 
ith Carn 


those Who 
jor life in 

Second 
ited prog’: 
Day and \ 
National “ 
Third—. 
tion of in 
Fourth— 
a central 
life insure 
It 


Upon th 
of the ins 
surance s 
ports a £ 
question | 
insurance 
tion of re 
hap-hazar¢ 
men, man 
taining t< 
throws toc 
ing school 

“Until \ 
study ha 
candidate. 
schools, i 
centage 
will remai 
therefore, 
obtained t 
—the per 
men will : 
upon our 
alysis of 
sell and 
change of 
activities 
Life Insu: 
tached he 
mote a si 
week next 
funds wil 
average ¢ 
panies wa 
should nc 
that such 
bilities, bi 
large and 
vestments 

- 


“We w 
meeting t 
of a cent: 
After care 
sities surr 
that the 1 
plan coul: 
tion with 











THE EASTERN UNDERWRITER 


‘5 














8, 1921 « al 
‘to ay J, M. Holcombe, Jr., To 
wat * i Head Research Bureau 
mndeatt pLANS ARE WELL UNDER WAY 
agency 


arnegie, Opportunity Offered By Carnegie Insti- 





- faa tute; Sustaining Companies to Con- 

and 4 tribute $500 Annually 
le inex 

of life Not the least interesting feature of 
all ex MM... annual meeting in Chicago of the 
ifferent association of Life Agency Officers was 
funda the report of the Education Committee 
© expe (Winslow Russell, William E. Taylor 
» favor ind Glover S. Hastings). Among other 
ving of things it made recommendations to 
icheme ceed in the organization of a central 
ry wer y reem of sales research, functioning 
a ot sith Carnegie. 
ical ap. The work of the educational commit- 
hedries tee during the past year has been con- 
similar fned to four general subjects :— _ 
dani First—Continued co-operation with 
Of this those Who are interested in real schools 
ald de. jor life insurance salesmen. P 
ed the Second—The carrying out of a lim- 
Fimade ited program of National Life Insurance 
1° man Day and Week in co-operation with the 


National Thrift Committee. 
Third—A continued study of the ques- 
tion of institutional advertising. 
9 Fourth—The completion of plans for 
a central bureau of sales research for 
paign; life insurance at Carnegie Institute. 
on institutional Training 
Upon the first subject—The question 
of the institutional training of life in- 


oposed surance salesmen, your committee re- 
aneery prts a growing conviction, that the 
aioe question of training salesmen in life 
f insurance is closely related to the ques- 
cater} tion of research. The present rather 
sd haphazard method of selecting sales- 
endery men, many of whom need more than 
raining to become successful salesmen, 
bay throws too heavy a task upon any train- 
ing school. 
cover: “Until we can as a result of further 
study have a better pre-selection of 
otypes candidates for our sales training 
ations whools, it seems clear that the per- 
g the centage of failures after graduation 
will remain high,” the report said, “We, 
; and therefore, believe that as results are 
bjects, obtained through research—and applied 
vs it —the percentage of successful sales- 
tance. men will steadily increase, and we urge 
g Ne won our membership most careful an- 
An ap. alysis of all candidates .who desire to 
cutive sell and a continued co-operative ex- 
change of experiences. The reports of 
activities in connection ‘with National 
Life Insurance Day and ‘Week are at- 
D tached hereto. It is proposed to pro- 
ficials mote a similar campaign during thrift 
y that week next year—in so far as promotion 
s for funds will permit. Inasmuch as the 
gainst average contribution of fifty-one com- 
nonth panies was but $147.50 each, too mucn 
single should not be expected. We believe 
, that such a campaign has great possi- 
» 1920 bilities, but it cannot be promoted in a 
3 val- large and profitable way on small in- 
$2.19 vestments of promotion funds. 
reriod The Research Bureau 
A of “We were authorized at the last 
| fot meeting to proceed to the organization 
A ofa central bureau of sales research. 
Ay After careful investigation of the neces- 
‘ na sities surrounding such work, we found 
yb that the most economical and efficient 
dlan could be undertaken in* conjunc- 
tion with similar work already. under 
, Way at Carnegie Institute. Several 
pri? meetings bave been held and as a re- 
sult, your committee hopes to secure 
H at the annual meeting in November 
tl ough sustaining members at an an- 
iif tial rate of $500 each per year to es- 
ad lablish a strictly life insurance bureau 
P Carnegie. Some.of the potentialities 


ties of such a bureau will be brought out 
the meeting. The Carnegie 






A! Mamagement is sincerely interested in 

ing the work. It is evidenced 
Wa the attendance of its president at 
y, Meetings, one at Washington, and 
tli mé in New York, and by his presence 
‘welt at our fifth annual meeting. In addi- 







tion to this, however, his confidence 
its possibilities is further evidenced 
Willingness to underwrite. and 

‘ary a budget sufficient to hold ex- 


ay 














perts at the Institute until our own or- 
ganization functions. It is the need 
and desire of the management at Car- 
uegie wnat this association nominate 
ald supply a man who can act as busi- 
uess manager of this new branch in 
research. After a careful survey of 
ue neid tor such important initial 
work, your committee has interested 
voOhn M. Holcombe, Jr., of Hartford, in 
undertaking this work. He appeared 
upon our program last year, has had 
continuous training in such work under 
expert assistance ever since, and real- 
izing the possibilities of combined stud- 
ies of the kind which we shall need 
he is ready to resign his present work 
as the head of the Sales Research Divi- 
sion of the Phoenix Mutual Life and 
take up this work at once upon request 
of this organization. 

“Your committee earnestly hopes that 
the required number of sustaining 
membership in this bureau may be se- 
cured at the annual meeting. As was 
reported last year, a minimum budget 
of $25,000 will be needed. The commit- 
tee feit that in the beginning a flat fee 
of $500 per company was perhaps the 
best approach to the needed funds. 
The Carnegie management can render 
us more efficient service if they can 
be assured this annual budget for three 
years. Up to the time of writing this 
report thirteen companies have signed 
for a sustaining membership. Four 
more have signified a willingness, and 
five others have the matter under ad- 
visement. Only seven of our members 
have definitely said “No” and we even 
hope to have them receive later the 
invaluable service such a bureau can 
render them. Your committee is keen- 
ly interested in all these projects, and 
is willing to continue to put forth its 
efforts more than commensurate with 
the moral and financial support needed 
to carry through the plans suggested.” 





WOMAN MAKING GOOD 

Miss Bertha S. Ehlers, a member of 
the Penn Mutual Life’s field force, 1s 
a young woman who entered upon the 
selling of life insurance on October 1, 
1920 as an agent in the home office 
agency of the company. Miss Ehlers 
was attracted to the life insurance field 
by the opportunity of service which it 
offered. She resigned from a perma- 
nent position, after devoting several 
months to the study of life insurance. 





IN SEVEN YEARS 

Alfred Matthews, says “Provident 
Notes,” had urged a prospect to take 
out a policy which would pay $100 a 
month to his wife as long as she lived. 
The insured was already carrying a 
considerable amount of insurance. He 
turned to Matthews and said, “I don’t 
know about that. The principal is ex- 
hausted in twenty years; after that, if 
I understand you, there is only an an- 
nuity.” “You’re right about that,” re- 
plied Matthews, “but it is guaranteed 
for twenty years. Suppose you left 
your wife $18,220. Experience shows 
that when the principal is unprotected, 
it is exhausted on the average in seven 
years.” “That point is well taken. Go 
ahead and write me up.” 


Build Your Own Business 


under our direct general agency contract 
Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
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Opportunity to Make 
Research Effective 


RUSSELL’S TALK 


Time Arrived to Scrap Old Methods 
And to Take Advantage of 
Research 





IN CHICAGO 





Winslow Russell, vice-president of 
ihe Phoenix Mutual Life, was one of 
the effective speakers on the subject 
of sales research in life insurance at 
the annual convention of the Associa- 
tion of Life Agency Officers in Chicago. 
He said in part: 

“Suppose we were to ask.the sales 
managers in this room this question~- 
What is the job of a general agent or 
manager in life insurance? If there are 
a hundred men in the room, is it not 
possible that there would be seventy- 
five different answers? 

“Suppose these hundred men and their 
general agents asked to submit a state- 
ment of what they consider the job of 
the soliciting agent to be, is it not 
likely that there would be almost as 
many different answers as there were 
men to answer the question? 

“Suppose we are asked to name the 
chief causes that had led to the termin- 
ation of the contracts of our own sales- 
men during the past year, could we 
answer the question intelligently? 

“Suppose we should be asked what 
our share of the life insurance sold in 
this or any other city was—what stand- 
ard of measure would we use? Sup- 
pose our executors should ask us what 
the potential possibilities of our Com- 
pany in uninsured lives were in this 
or any other city. How would we an- 
swer the question? What tests are we 
using to locate the individual wastage 
in the sales of our men, through lapsa- 
tion? What means have we to ascer- 
tain what the present and prospective 
buyer of insurance thinks of our goods? 


The Known Facts 
“These and two score or more simi- 
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The 61st Annual Statement 
shows admitted Assets of 
$40,465,508 and the Insurance 
in Force $212,483,100—a gain 
for the year 1920 of nearly 
$27,000,000. The insurance 
effected during the year was 
nearly $43,000,000. The 
amount paid to policyholders 
during the year was over 
$4,196,000. 
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Superintendent of Agents 
256 Broadway New York 





























One Hundred Million 
Dollar Mark Passed 
October First 


Each of the first nine 
months of the year 
shows a gain over the 
corresponding month 
of 1920, and October 
already shows gains 
over October, 1920. 
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lar questious must be answered before 
we are competent sales managers. 

“These are known facts. First—That 
the uninsured human values upon the 
lives of the bread-winners of America 
exceed five hundred billion dollars. 
Second—That this figure is increasing 
more quickly than we are covering it 
with the mantle of protection. Third— 
That the resistance of the buyer of life 
insurance to the salesmen of life insur- 
ance is probably greater than that of 
any other commodity tangible or in- 
tangible, in the world. 

“Fourth—That our business is but 
little understood by the buyer. Fifth— 
That it is but little understood by the 
average salesman. Sixth—That no 
combined study of the wastage through 
lapsation has ever been made. Seventh 
—That the turnover of salesmen is 
great ‘and the percentage of successful! 
salesmen is small. 

“Figuring an eight-hour day as the 
basis of reasonable work and three hun- 
dred days for work in each year, and 
twenty years of active life ahead of 
us as sales managers, on the average 
you and I have forty-eight thousand 
work hours ahead of us. None of us 
can buy time. We can only utilize what 
we have. Every week lost deducts one 
one-thousandth from the available sup- 
ply. 

“We can go along alone in the old 
way while the clock moves on. Some- 
one has well said, ‘One little wheel in 
a clock doesn’t tell time, but put them 
together and the hands move.’ 


The Medico-Actuarial Investigation 

“Investigation shows that in the 
Medico-actuarial investigation made a 
few years ago, the sum of seventy-five 
thousand dollars was spent at the head- 
quarters in New York to complete the 
studies. Beside this every Company 
which contributed employed for many 
months—within their own offices a force 
of clerks, gave space and machinery 
and on the whole there was spent a sum 
largely in excess of $15,000. Speaking 
in terms of more tangible things this 
investigation was to aid in the solution 
of a production problem. It had to do 
with the vitals of the business, but only 
indirectly did it touch the problem of 
distribution. 

“Emphasis in all American business 
has been placed in the past upon -pro- 
duction. Production costs are known 
to the Nth degree. Studies of every 
kind regardless of expense are made in 
machinery—in raw materials, in manu- 
factured goods, in everything except 
‘human beings. 

“The problem of distribution is now 
before the American business house. 
The distribution cost, the qualities that 
are needed to bring it down, and a 
score of other similar problems con- 
front us. Turnover of stocks is heard 
in loud notes now where it was scarce- 
ly mentioned ten years ago. 


Door of Opportunity Open 


“The door of opportunity is open to 
American life insurance companies. The 
studies of territories, and the results 
of these studies, secured at stupendous 
cost is now available to us. The ac- 
cumulated experience in human rela- 
tionship of a quarter century, carefully 
laid away in the archives of American 
business is about to be taken from the 
shelves, dusted off, and put upon dis- 
play. Do we want it? : 

“For an investment of $500 per com- 
pany we are offered facilities for study, 
never before accumulated or available 
for our use. A veritable clearing house 
of experience is on the counter to be 
utilized. Figured upon any basis of in- 
vestment the percentage to our assets 
. Or premium income or outstanding in- 
surance, the investment is infinitesimal. 
The value of the returns cannot be over- 
estimated. The saving of one mistake 
will pay the entire year’s bill and 
much more. To get returns, however, 
more than money will be required. We 
must willingly, not grudgingly, throw 
ourselves and our materials into the 
hopper. We must expect negative re- 
sults first. We must be constructively 
eritical and above all we must be open 
minded.” ‘ 


Research No Expense; 
It is An Investment 


TAYLOR TO AGENCY OFFICERS 








Can Solve Many Problems in Training 
Sales Force, Says Equitable 
Vice-President 





William E. Taylor, the new chairman 
of the Association of Life Agency offi- 
cers, discussed “Research in Life Insur- 
ance,” in one of the best papers read 
at the Chicago convention last week. 
He said in part: . 

“Insurance companies were probably 
among the first organizations to use 
scientific research in developing their 
business. The probability or mortality 
tables on which all insurance is based, 
could be derived only as a result of 
research, Very extensive research 
work has been carried on in reference 
to occupational hazards and the selec- 
tion of risks. Without the application 
of such scientific principles no life in- 
surance organization could have long 
survived. 

“While the ‘production’ end of the 
business has made extensive use of re- 
search in perfecting its processes, the 
distribution end, in conducting its vari- 
ous lines of business, has made rela- 
tively little use of scientific research 
methods. But we are coming more and 
more to realize that research can aid 
in selecting men as salesmen or man- 
agers just as it has aided in the selec- 
tion of risks—that research can solve 
many of our problems in connection 
with the training of our sales force, 
and in connection with their compensa- 
tion, supervision and morale. The ten- 
dency in the past has been to rely too 
much on opinion and too little on fact. 
Equitable’s Bureau of Personnel Re- 

search 

“Research should furnish us the facts 
on which intelligent judgments and 
sound policies can be based. 
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“The Equitable early recognized the 
value of such contributions to its prob- 
lems as scientific research could make, 
Ever since the organization of the Bu- 
reau of Personnel Research the Equit- 
able has been one of the associated 
members. We have put into use the 
methods of selection devised by the 
Bureau and believe they are helping 
us in improving the quality of our sales 
force. We no longer set our sales 
quotas by guess-work but are now basing 
them on a scientific territorial analysis, 
with an increased incentive value, Our 
program of training salesmen has re- 
cently been greatly extended. Along 
with this we are carrying on an investi- 
gation which will indicate how much 
in dollars and cents a complete train- 
ing program is worth to the individual 
and to the company. 

“In the matter of selling life insur- 
ance there are differences of opinion 
on all sides. One manager or agent 
thinks that one plan or method of pro- 
cedure is good. Another has no use 
for it. Only a commonsense search for 
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PRESIDENT 
the facts with their consequent analysis 
and interpretation will end these ‘ig 
and isn’t’ controversies which get no 
where. 
What Research Has Developed 

“Research has developed for us the 
telephone, automobile, wireless and the 
airplane. Industry spends millions ot 


dollars a year in research along mechan. 
ical lines such as these. There can be 
no reasonable doubt that research on 
the human element in industry, and, 
in particular, research on the processes 
of distribution, such as salesmanship 





W. E. TAYLOR 


and management, will produce similar 
advances. 

“Our medical and underwriting depart- 
ments have by research reduced the 
losses incident to unfavorable mortality 
to a minimum. Consider the enormous 
amount of loss through lapsation which 
still remains to be checked. Consider 
the gross inefficiency indicated by the 
high turnover figures of practically 
every life insurance company in the 
country. Consider the unfavorable at- 
titude created toward the profession of 
life insurance salesmanship by the fact 
that tens of thousands of men who are 
in the business are not earning a living 
in the business. It is the function of 
research to discover and measure these 
wastes and to evolve the methods by 
which they can be stopped. 

“Research, to my mind, simply pro 
vides the means of making use of past 
experience to guide future action. 
Every mistake that occurs should help 
to prevent the same mistake from 0¢- 
curring again. And yet we are all 
aware that in the problems of sales- 
manship and management the same 
mistakes have occurred again and 
again, year after year. And new men 
coming into the field are left to make 
the same mistakes. 

Attitude Towards Research 

“The attitude toward research should 
not be that of regarding it as an ex 
pense but as an investment. It is evr 
dent that thousands of dollars of 108s 
every year could be eliminated if we 
only knew certain facts. If putting 4 
certain amount of money into research 
is going to effect savings of sev 








Novembe 


e— 
, 


Tl 





times th 
of the 
ment a 
panies a 
ers that 
of dolla1 
it becau 
sition. 
“of fel 
vance ji 
insuran 
research 
only by 
have act 
“The 
as sO pe 
improve 
gerous 
ganizati 
are leal 
don’t k 
what sl 
search } 
to follo’ 
“In Cc 
much s 
search | 
a slow | 
a long-t 
long per 
to bring 
of more 
at redu 
means 2 
the com 
and the 


ST. | 

The } 
of the 
establis! 
surance 
‘did hon 
Mucker! 
Mr. Muc 
in hono 
senting 
for acci 
totalling 


LEAV 

Have 
is maki 
him abc 
If that 
in the 
Philadel] 
Provide: 

















18, 199 
es, 







ly 


analysis 
ese ‘ig 
get no 


ped 

us the 
and the 
ions of 
mechan- 
can be 
irch on 
y, and, 
Ocesses 
hanship 


similar 


lepart- 
2d the 
rtality 
yrmous 
which 
nsider 
by the 
tically 
in the 
ble at- 
sion of 
1e fact 
ho are 
living 
ion of 
. these 
ds by 


y pro 
f past 
iction. 
1 help 
ym oc- 
re all 
sales- 
same 

and 
, men 
make 











November 18, 1921 


THE EASTERN 


UNDER WRITER 


eee 





—~— 





— 


Company of 


Founded 1865 


The Provident Life and Trust 


(Pennsy!vania) 


Philadelphia 





therein all hope for America lies.” 


the provision for his own old age. 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 

And it is an unselfish policy, for it does not shift upon his children 








Fourth and Chestnut Streets, Philadelphia, Pa. 








times that amount it is obviously one 
of the best kinds of financial invest- 
ment a company can make. Such com- 
panies as the General Electric and oth- 
ers that spend hundreds of thousands 
of dollars a year in research are doing 
it because it is a money-making propo- 
sition. 

“Of course, We cannot know in ad- 
yance just how large a return to life 
insurance companies an investment in 
research will yield. We can be guided 
only by what other lines of business 
have accomplished. 

“The organization that regards itself 
as so perfect that there is no room for 
improvement is to my mind in a dan- 
gerous situation. And for those or- 
ganizations that recognize that there 
are leaks and weak points, but who 
don’t know just where they are or 
what should be done about them, re- 
search is only a commonsense method 
to follow. 

“In conclusion, I believe that too 
much should not be expected of re- 
search immediately. It is necessarily 
aslow process and is in the nature of 
a long-term investment. But over a 
log period I do not see how it can fail 
to bring life insurance toward the goal 
of more business and better business 
at reduced costs. And in so doing it 
means a gain for everyone concérned— 
the company, the manager, the agent, 
and the public.” 





ST. LOUIS ACCIDENT RECORD 

The Muckermann & Monnig Agency, 
of the Missouri State Life, St. Louis, 
established a day record in accident in- 
surance last week and at the same time 


‘did honor to their leader Mr. Chris. J. 


Muckermann. This agency surprised 
Mr. Muckermann at his home last week 
in honor of his thirtieth birthday, pre- 
senting him with thirty-six applications 
for accident insurance with premiums 
totalling $1,016.00. 





LEAVE A LEAFLET IN EMPTIES 

Have you insured your milkman? He 
is making big money and you can catch 
him about 4.30 a. m. at the back door. 
If that is too early, put your leaflets 
in the empties on the back porch.— 
Philadelphia Agency Bulletin of the 
Provident L. & T. 


Writes of Policyholders 
Service in Equitable 


REYNOLDS POMEROY RESUME 





Seldom Makes Direct Solicitation; Not 
Difficult to Induce Insured to 
Increase Line 





Reynolds Pomeroy, of the C. J. Ed- 
wards Agency, of the Equitable Society, 
New York, has given a resume of his 
policyholders’ service, which is produc- 
tive of much business. 

After making an appointment with a 
policyholder of the Society who had 
previously told him he had more insur- 
ance than he could pay for comfortably, 
Mr. Pomeroy found the insured’s situa- 
tion to be as follows: A married man 
with two children, the owner of a pros- 
perous business, with an income of ap- 
proximately ten thousand dollars; his 
insurance consisting of two income 
policies for five hundred dollars per 
year each, both negotiated some years 
ago with the Equitable. 

The following changes were sug- 
gested and made in his old policies: 
1. The premiums were changed to fall 
due at different parts of the year; 
2. The beneficiary was changed to pro- 
vide for the income reverting to the 
surviving children in the event of his 
wife’s death before twenty years’ instal- 
ments had been paid; 3. The income 
was made payable monthly instead of 
yearly and the spendthrift clause in- 
serted. 

On consideration the policyholder de- 
cided he needed the following additional 
insurance to complete his plans: 1. An 
income policy of $200 per year payable 
monthly in order to increase his wife’s 
income to an even $100 per month; 2. A 
$5,000 policy payable in a lump sum to 
“clean up” his affairs when he dies; 
3. An additional $5,000 policy payable 
in a lump sum to provide his wife with 
enough capital to continue the business 
until she disposes of it; 4. A $5,000 pol- 
icy payable under the educational agree- 
ment to guarantee his son’s education. 














words for over Seventy Years. 
the years to come. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts Mutual issued its first policy. 
From that day to this its constant endeavor has been to furnish the best 
possible life insurance protection at the lowest possible net cost. That 
it has succeeded is shown by the enviable reputation which the Company 
enjoys among those who buy insurance and among those who sell it. 
Efficient service and a square deal for everyone have been its watch- 
They will be its watchwords throughout 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS 
LIFE INSURANCE COMPANY » 


Springfield, Massachusetts 
Incorporated 1851 


MUTUAL 





Advice on any matter relatin 
time through the Agencies or 


LiFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
and permanent disability. Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent 
reserves providing protection against all emergencies. 
to Life Insurance is Available at any 
ome Office of this Company. 
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In conclusion, Mr, Pomeroy says: 
“Practically all of my business comes 
to me in this way. I say ‘comes to me’ 
pecause I very seldom directly solicit 
business. Whether a prospect happens 
to carry his old insurance with the 
Equitable or not, I open the interview 
by pointing out to him the advantages 
of such changes as restricting the bene- 
ficiary to an income, if it is on the lump 
sum plan; inserting the spendthrift 
clause and naming secondary benefi- 
ciaries if it is on the life income plan; 
distributing premium, payments evenly 
over the year. Almost invariably a man 
decides he needs more insurance after 
you have gone over the situation in this 
way with him.” 





BUSINESS INSURANCE 





Provident L. & T. Man Points Out 
Problems of Cor;orations Making 
This Coverage Necessary 





Speaking at. a Philadelphia agency 
meeting of the Provident L. & T., 
Charles M. Jones said: 

“A knowledge of business insurance 
is acquired not by the analysis and 
study of insurance so much as by the 
analysis and study of business prob- 
lems. 

“These problems vary according to 
whether the business is a partnership 
or corporation, whether it is a family 
affair or a one-man business. The prob- 
lems are different in each case, of 
course, but the classifications as above 
have somewhat general problems. In 
a corporation or partnership they are: 

1. What will we do in case of death 
of a partner or chief stockholder? 

A. Shall his interest be retired? 

B. What price shall be paid for it— 
par value, book value; if book value, 
who shall determine it? 

C. Shall his money and interest re- 
main in the business and if so, shall 
his widow or executors be accepted 
into the organization? 

D. If his interest be retired, how 
shall the money be raised to pay for it? 

2. What will be done in case of re- 
tirement of a partner or chief stock- 
holder? 

A. What price shall be paid for his 
interest? 

B. How shall the funds be raised.” 





Confidence - Ability - Service 

The Splendid Record of the Past Year is a Challenge that will 

be met by every Fearless Agent who Grasps the Fact that 
Nothing can Defeat Diligent and Honest Toil. 


. 1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 


Seventy-seven Years of Faithful Service 


Buckner Welcomes 
Son of Veteran 


DAVID ENGELMAN AN AGENT 





Interesting Letters Exchanged Between 
Morris Engelman and Vice-Presi- 
dent of N. Y. Life 





Contrary to the view taken by most 
fathers that their business is not at- 
tractive or remunerative enough for 
their sons to follow, Morris Engelman, 
119 Nassau Street, New York, for twen- 
ty years one of the big producers for 
the New York Life, and internationally 
known as the initiator of the work of 
Jewish War Relief in America, which 
in seven years has raised and expended 
$40,000,000 for sufferers in Europe, has 
enlisted his son David under the Nylic 
banner. Another son, A. J. Engelman, 
is a general insurance broker at 119 
Nassau Street. Interesting letters were 
exchanged by Mr. Engelman and Thom- 
as A. Buckner, vice-president of the 
New York Life in regard to the en- 
trance on an insurance career of the 
former’s son David. Mr. Engelman 
wrote to Mr. Buckner as follows: 


“I am greatly interested in our pres- 
ent campaign to secure additional Big 
Club members, in order that the twen- 
ty-fifth anniversary of the club shall 
mark a new era in the annals of life 
insurance underwriters, and as a token 
of my appreciation of your leadership 
I wish to inform you that I have suc- 
ceeded in enlisting my son, David, un- 
der the Nylic banner, and he has this 
day signed a contract with our Harlem 
branch office. I have pledged myself 
to stand sponsor for my son, who will 
surely make the club at an early date, 
and I also assure you that I shall do 
all in my power to further stimulate 
other members of Nylic to greater ef- 
forts in our line than they ever before 
attempted.” 

In reply Mr. Buckner wrote: “I appre- 
ciate very much indeed your letter ex- 
pressing your great interest in the 
campaign for 1,000 Big Club members. 


(Continued on page 9) 
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Circular Letter As 
Solicitor’s Asset 


AID TO TRAVELERS ' STAFF 





Serves to Introduce Agent to Prospect 
-And Involves Preparation of 
Promising List 





One of the agents of The Travelers 
intended to push business life insur- 
ance. He wanted a letter to a selected 
list of prospects before he approached 
them ou the subject. He wrote to the 
publicity department requesting such 
a letter. It appears below, being re- 
printed, with aecompanying article 
from “Protection,” the lively and in- 
teresting house organ of The Travelers. 

If you happen to know of business 
men who would be interested in this 
line of insurance this letter, adapted 


according to circumstances, will serve 
you as well as it did The Travelers 
agent who originally asked for it. 


Dear Mr. Jones: 

If at any time you should be 
called upon to conduct successfully 
a business which was shaken by 
the. death of a partner, and at the 
same time to deal with this part- 
ner’s estate and to negotiate with 
his heirs until you could arrange 
for a loan to satisfy their claims, 
how would you proceed? 

The American business man has 
confidence in his business and is 
glad to invest his capital in it. But 
when he dies, his heirs usually have 
quite a different idea in mind. 
They want his share of the business 
in cash, immediately, The mere 
fact that the withdrawal of a large 
sum: of money, following closely 
upon the death of an important 
member of the firm, is a shock 
which few concerns can _ stand, 
means nothing to the heirs. This 
is the cause of the disintegration 
of a large number of prosperous 
American concerns. 

Fortunately, however, there has 
been developed recently a means’ of 
preventing such business casualties. 
It is now possible to pay the heirs 
of any member of a firm their 
share in cash immediately follow- 
ing the death of the partner, with- 
out removing the money from the 
capital of the firm. 

The firm which has been guided 
through to success by the efforts 
of one important man can now 
compensate itself financially in case 
he dies, and can supply itself with 
a sum of money to tide over the 
confusion or reorganization. This 
timely assistance to the struggling 
business is Travelers business life 
insurance, 

Business life insurance is insur- 
ance taken out on the individual 
lives of the members of a firm, or 
the officers of a corporation. The 
concern pays the premiums. The 
insurance may be written as Term, 
the advantage of which is its low 
rate for the younger ages; or it may 
be taken out on the Ordinary Life, 
or any of the other forms of life in- 
surance which after a few years 
afford generous cash and loan 
values. 

If you are interested and wish 
further details on this good Trav- 
elers business life insurance, ask 
your secretary to call Bush 672, and 

| I will be glad to arrange an appoint- 
| ment at your convenience. 
Yours sincerely, 


| Letters can be of great assistance 
in selling insurance if they are used 
rightly. 

The first requisite to a successful 
campaign is a list of live prospects. 

The second is system in sending out’ 
the letters and promptness in follow- 
ing them up with personal interviews. 
Letters may interest a man in insur- 
ance, but they seldom actually sell it. 





~ ° AGENCY CO- 


through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Full level net premium reserve basis. 
in force over $203,000,000. 


Fidelity operates in 40 states. 
Insurance 
since 1878. 


A few openings for the right men. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 


OPERATION 


Faithfully serving insurers 

















You have got to do that yourself. Mail 
the letters (individually typed if pos- 
sible) at the rate of ten to twenty a 
day. Follow up each of these letters 
within three or four days—directly after 
the man has received it, if practical. 

Letters when employed in this man- 
ner render you two valuable services. 

First, they introduce you and your 
business to your prospect, When sell- 
ing life insurance for special purposes 
such as the protection of a firm against 
the financial confusion and loss follow- 
ing- the death of one of its members, 
the payment of State and Federal in- 
heritance taxes, for the liquidation of 
a mortgage or other obligations, a let- 
ter is valuable because it often starts a 
man thinking along lines that have not 
occurred to him before, and prepares 
his mind, to a certain extent, for your 
interview. 

Secondly, if your plan includes the 
use of letters, you must first work up 
a list of prospects. In so doing you will 
includé men upon whom you otherwise 
would not call. Also, if you go to the 
trouble of compiling a mailing list and 
to the expense of preparing and mailing 
sales letters, yOu have made an invest- 
ment which will yield you no returns 
unless you follow it up. Therefore to 
get the greatest returns from your ex- 
penditure, you will follow them up. 
And every salesman knows that the 
more calls he makes, the more he sells. 

Perhaps even more important, sys- 
tem in insurance salesmanship yields 
greater returns than haphazard solici- 
tation. Select ten prospects a day, 
cultivate them a little in advance by 
means of a sales letter, and then call 
on each one. This will certainly bring 
you better results than, approaching 
only the men you think may be inter- 
ested in your line. 

A large number of agents have writ- 


‘ten in recently requesting letters. In 


every case we give their requests in- 
dividual attention. If you want a let- 
ter for some special policy, to advertise 
some specific purpose of insurance, or 
to circularize a certain type of prospect, 
send your request, with your . Branch 
Manager’s endorsement on one of the 
pink application blanks, form No. 10994, 
addressed to Publicity Manager J. D. 
Whitney, Home Office. State just as 
clearly as possible what you want these 
letters for. It takes time to give each 
one the personal attention it deserves, 
so do not be impatient if you do not 
have a reply by return mail. 





NORTHWESTERN OPTIONS 
In the current issue of “Field Notes,” 
published by the Northwestern Mutual 
Life, more than seven pages are de- 
voted.to income under options. 


Text of Letter 
Threatening Arrest 
Of Colorado Agents 


GOVERNOR WRITES DEPARTMENT 





Tells Insurance Commissioner That 
Attacks on Mountain States Life 
Must Be Stopped 





The letter of Governor Oliver H. 
Shoup, of Colorado, sent to the new in- 
surance commissioner of that state, 
Jackson Cochrane, in which life insur- 
ance men belonging to underwriters’ 
associations were threatened with ar- 
rest, follows: 

Dear Sir—In connection with your 
appointment as commissioner of in- 
surance, there are several matters to 
which I feel that your attention should 
be drawn. 

“I understand that Earl Wilson, for- 
mer commissioner, has refused to va- 
cate his office. In the event that this 
is true, I would ask that you proceed 
immediately in such legal fashion as 
the attorney general or your own coun- 
sel may suggest, in order that this ques- 
tion may be determined without delay. 
In the meantime, the employes of the 
department should be instructed to 
take their orders solely from you. 

“There has been much discussion 
in the press and otherwise of the case 
of the Mountain States Life Insurance 
Company. My desire is that you pro- 
ceed to make a thorough investigation 
of all of the merits of this case and 
that you consult freely with the attor- 
ney general’s office in regard thereto. 
Should you conclude that the best in- 
terests of the state justify an appeal 
of this case to the Supreme Court, 
you will prepare at once to prosecute 
such appeal, being careful, however, 
to present to the Supreme Court all 
of the matters that should be prop- 
erly ruled upon, in order that there 
may be no remaining question for dis- 
cussion. I would remind you that 
this case appears to be the founda- 
tion upon which much has been said 
in the press and otherwise by various 
parties interested. I refer particularly 
to an organization called the Colorado 
Life Underwriters’ Association and an- 
other organization called the Managers 
and General Agents’ Club. These or- 
ganizations are presumably composed 
of those interested in life insurance 
companies, and their activities, in my 
opinion, have had a tendency to under- 
mine the efficiency of your department 
and to cause the people of this state 
to lose confidence therein. Should you 














Are You Pitmaeantly Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
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ee, 
find that this condition exists, yoy wy 
please secure the names of those Most 
instrumental in bringing this conditigy 
about and also the names of the com. 
panies which they represent. 

“You will make such inquiries ot 
these companies as will enabic you to 
determine whether or not their actions 
are founded upon good faith or wheth. 
er, as has been charged, such actions 
are in fact designed solely for the pur: 
pose of rendering it impossible for , 
Colorado company to do business ip its 


own state. Should the latter develop 
to be the case, I need not remind yoy 
that the law is designed to protect aij 
classes of companies alike ani that jt 
will be your duty to enforce this lay 
without fear or favor. 

“As you are aware, Mr. Charles T 
Fertig is connected with the depart. 
ment, and for your information I wish 
to say that he was appointed at my 
request immediately after the passage 
of the fire insurance rate regulation 
law in 1919. Mr. Fertig was appoint. 
ed not as a regular employe of the de. 
partment, but as an expert qualified 
to administer this law by reason of 


his years of experience in this partic. 
ular branch of the business. The fact 
that he has under this law brought 
about material reductions in fire jp. 
surance costs aggregating several hun- 
dred thousand dollars yearly to all 
of the people of this state, and that 
he is still engaged in this work, par. 
ticularly at this time in the reduction 
of rates in the city of Denver, fully 
justifies his appointment. Should it 
appear to you, however, after proper 
consultation with the legal department 
of the state, that such appointment 
is questionable, you will report such 
finding to me for further action. 

“T desire to impress upon you that 
the functions of your department are 
to protect the people of the state in 
all that has to do with insurance in 
i‘s various branches. Aside from the 
fact that the revenues of your depart- 
ment are over $500000 annually, you 
are the only official standing between 
those who are engaged in the business 
of selling insurance and those of our 
citizens who annually make large ex- 
penditures for insurance protection. It 
necessarily follows that in the keen 
competition existing in this field of 
endeavor attempts will be made from 
time to time to introduce innovations 
which may or may not be legal. Your 
position, therefore, calls for the exer- 
cise of conservative judgment in all 
matters coming under your supervi- 
sion, and I trust that you will exer 
cise such judgment to the end that 
the department mav render the great- 
est possible measure of service to the 
veople of the state.” 





INDUSTRIAL CONCESSION 

The benefits payable in all Industrial 
Twenty-Year Endowment Policies of 
the Western & Southern Life, of what 
ever issue, will, on and after October 
15, 1921, be the same amount as pro- 
vided in the Industrial Twenty-Year 
Endowment rate tables. In other 
words, all outstanding Industria! Twen- 


ty-Year Endowment Policies will be 
recognized in benefit for the amount 
specified in the present rate t bles at 
the age next birthday when issued, 
except in such instances where ‘he pol 
icies are for a greater benefit than the 
present tables provide, in which case 


the benefits stated in the policy will be 
paid. The increase in benefit «pplies 
to all policies of the plan above de 
scribed which are now in force OF 
which may be revived under the Com- 
pany’s rules, either by cash or lien. 
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Drastic Resolution To 


Halt Part-timism . 


pASSED BY LOCAL ASSOCIATION 





Agents Must Stick to Business Certain 
Time; Qualification By Number of 
Applications 





The vig fea‘ure of the second month- 
jy mee’ ing of the New York Life Under- 
yriter-- Association Tuesday night was 
the pa sing of a drastic resolution curb- 


ing th action of the part-timer in life 
jnsura ce in New York. A special com- 
mittee. with Lawrence Priddy chair- 
man, .ad spent many hours in the 
prepa’ tion of this resolution, and whtn 
it wa. presented to the meeting on 
Tuesd: y night there was much discus- 
sion. 

The were almost two hundred 


diners present when President “Shep” 


Homars called the meeting to order. 
Lawreice Priddy made his regular 
speec!: in regard to membership, and, 
sixteen new members signed their name 
on the dotted line during the course of 


the meeting. Robert L. Jones intro- 
duced a life agent, Wing T. Wetmore, 
president of the Minute Men of Amer- 
ica, who entertained with poems, 


The Resolution 
The license resolution follows: 


Realizing the importance of doing everything 


within its power to preserve the dignity and re- 
sponsibility of the agency relation of the busi- 
ness of life insurance, the Executive Committee 
of The Life Underwriters’ Association of New 
York respectfully submits the following resolu- 
tion to the membership of said association and 


to all persons who are responsible for the issuing 
of licenses in the City of New York under 


Section 91 of the statutes cf the State of New 
York: 
Resolved: First, that no member of this As- 


sociation shall hereafter make or cause to be 
made any new application for any person to be 
licensed who does not honestly intend to engage 
within two years exclusively and entirely in the 
business of insurance. 

Second: That in the future in licensing per- 
sons as life agents it shall be made plain to them 
that they will be required to produce insurance 
during their first twelve months on at least five 
lives and during their second year on at least 
eight lives, and that failing in this said manager 
or general agent shall not make application for 
a renewal of said license, and no member of 
this Asscciation shall license or cause to be 
licensed for a period of two years thereafter 
any person whose license has been terminated 
for the reasons set forth in this paragraph. In 
practical effect the object of this section being 
to make it impossible for any person to continue 


as a “part-time” agent longer than two years. 
Third: That great care and diligence be exer- 
cised in filling cut applications for licenses to 


your several companies and to the State Insur- 
ance Department, and see that all such applica- 
tions are filled out completely and honestly. 

Fourth: That the names be carefully scrutin- 
ized and that the records be investigated and 
inquiry made into the future purpose of all per- 
sons now licensed before requesting the State 
Insurance Department to renew a license for 
1922, and that we refrain from relicensing all 
persons who did not show a reasonable amount 
of activity in the production of life insurance 
during 1921. 

Fifth: This being a voluntary and co-operative 
movement it is highly desirable that all persons 
responsible for the issuance of licenses in Greater 
New York endorse and support the movement. 
To that end and for that purpose the Executive 
Secretary of this Association is hereby directed 


at the carliest possible moment to send two 
copies of this resolution to every manager, gen- 
eral agent, ageney director and superintendent 
operating in this territory with the request that 


he attach his signature to one copy and return 
it at once to the Secretary. 

Sixth: Realizing the difficulty of controlling 
this matter without possible injury to some hon- 


est worker if the above fixed rule be strictly 
adhere’ to, it is understood and agreed that an 
excepti to this rule may be made by the 
Execut Committee ef this Association. 


Whn the resolution was presented 
for action by the members, of the Ex- 
ecutive Committee, Chairman Sisley 
move’ that it be unanimously adopted, 
and Perez F. Huff seconded the motion. 
Thereipon, Mr. Slazenger, of the New 
York \.ife, made a strong speech con- 
demning the. resolution, maintaining 
that the association would be sanction- 
ing the very thing that it condemns. 
He recited some personal experiences 
in regard to the prevalence of the part- 
time man in New York. His speech was 
warmly approved by a large number. 
Mr. Katsenberg, another New York Life 
Man condemned the life insurance busi- 


hess for permitting the existence of the | 


part-time man. “The part-time is the 
cancer of the business,” he said. 


Mr. Priddy Talks 

Lawrence Priddy, as chairman of the 
committee which drew up the resolu- 
tion defended the committee’s ac- 
tion. He admitted that the resolu- 
tion does not do everything that the 
committee would like to have it do, 
but he emphasized the fact that one 
must remember that there is only one 
company (‘to Priddy’s knowledge) that 
is willing to prohibit the use of the 
part-time man. Mr. Priddy read the 
new application blank which all pros- 
pective life insurance agents must fill 
out from now on when applying for a 
license. As he pointed out he has per- 
sonally worked for nineteen years to 
get the superintendent of insurance to 
make the license list public, and, as it 
was announced at the last meeting, the 
Insurance Department is now preparing 
the list for the New York Association. 

After Mr, Priddy’s speech in defense 
of the resolution the motion to adopt it 
was carried by a fair majority. Jos. D. 
Bookstaver, the well known Traveler’s 
general agent, suggested that this mat- 
ter should be laid over for another 
month as the notice of the meeting did 
not carry any reference to the passing 
of this important subject. 

Dr. Lovelace Talks 


Dr. Lovelace, the director of 


the Carnegie School of Life In- 
surance Salesmanship, made a cork- 
ing good speech on his_ subject, 


“Analyzing the Individual’s Need of Life 
Insurance.” He discussed this from 
the salesman’s point of view. The big 
thing that Dr. Lovelace brought out 
was that life insurance does solve 
needs, and that the salesman should 
be familiar with solutions of various 
problems. 

Among the points which he empha- 
sized were: Don’t talk commodities and 
always appeal to the need. In order to 
get at needs you must know something 


about your prospect, he said; therefore, 
it is important that you keep data. 
Another interesting bit of advice is 
that it never pays to throw away even 
the smallest bit of information, and in 
selling you should always look for 
things which the prospects are think- 
ing of themselves and then see if you 
can tie up those things with life insur- 
ance. Have a professional attitude 
rather than a _-salesman’s—look into 
health and conditions of entire family. 

Dr, Lovelace brought his speech to a 
close with a discussion of sample cases 
which the underwriters found very in- 
teresting. In analyzing the cases Dr. 
Lovelace showed clearly that diagnosis 
and prescription are the two methods 
which the salesman should use. As an 
example of how some salesmen g0 
about their work the Doctor said sup 
posing your medical doctor sold pills 
rather than entered into diagnosis of 
your case. What would you think of 
him as a doctor? 





EVANS ON CO-OPERATION 

In a speech before 130 members of 
the Columbus Life Underwriters Asso- 
ciation at « luncheon-meeting Saturday 
Percy H. Evans, Actuary of the North- 
western Mutual, declared that close co- 
operation between agents and solicitors 
and the actuarial department is neces- 
sary for the securing of the full bene- 
fits of the business, that, like the auto- 
mobile, full efficiency is not obtained 
unless the engine is hitting on “all six.” 

He added that the continued enor- 
mous volume of insurance might be 
taken as an indication that the eco- 
nomic condition of the country is funda- 
mentally sound, even considering the 
many manifestations of business de- 
pression. A portion of it might be due 
to the fact that there is a larger under- 
standing and appreciation of the value 
and advantages of life insurance by the 
general public, he said. 
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MISSOURI STATE LIFE 


It didn’t ‘“‘just happen’’ 


The more than $100,000,000.00 of New Business written by 
the Missouri State Life Field Men in 1920 is the result of 
several very well defined causes, a few of which are given 
below. This great achievement was made possible 


—Liberal and Adaptable Policy Contracts both 
non-participating and participating. 


—Provisions for Sub-Standard Risks. 
—Extension of Limit on one Life to $300,000. 
—Group Department. ‘Home Office Specialists 


—Sales Service Department. 
—Liberal Contracts to Agents. | 


A 1921 Forward Step—Accident and Health Department 


In our Expansion Program, just started, we 
have room for well equipped leaders. Nego- 





PRESIDENT LAMB, OF 
JOHN HANCOCK, DIES 
(Continued from page 3) 


structive and able, Mr. Lamb has been 
a tower of strength to his company for 
years. Above all he had-that valuabie 
and praiseworthy trait of fully under- 
standing his profession and of building 
a lasting and strong business organiza- 
tion which he has left to carry on the 
established policies that have made his 
Company, The John Hancock, so popu- 
lar and so successful. A half century 
of faithful service had well-earned him 
the affection and esteem of his associ- 
ates and cf all. with whom he came in 
contact. It is given to few men to 
serve so lcng and so well.” 











Insurance Company 








BUCKNER WELCOMES 
SON OF AGENT 
(Continued from page 7) 


Most of all I appreciate learning that 
your son, David, has enlisted under 
our banners. I congratulate you and 
him. It augurs well for the future of 
the company when the sons of old, 
faithful, efficient representatives like 
yourself are brought into the business. 
I wish the young man abundant suc- 
cess in his work. I have confidence 
that he will succeed when he has such 
a guide and tutor as yourself. I feel 
that my brothers and myself owe our 
success in life insurance to the early 
training and discipline of our fathers, 
who were, as you know, in the life in- 
surance business before I was born.” 

Morris Engelman has for ten years 
been. a member of the $200,000 Club 
and for a decade before that held place 
in the $100,000 Club. For the last four 
years he has spent ten months out of 
each year in relief work in Europe. 
He was awarded a Distinguished Serv- 
ice Medal by the New York Life for 
work done during the Victory Loan 
Campaign in 1919. In spite of his long 
absence he still manages to write about 
$350,000 insurance each year for the 
New York Life. 





Charles Warren Pickell, manager of 
the Detroit agency of the: Massachu- 
setts Mutual Life, entertained the mem- 
bers of the agency force with a ban- 
quet at the Hotel Cadillac, that city, 
the occasion being the celebration of 
two anniversaries, his sixty-fifth birth- 
day and completion of 31 years of serv- 
ice as manager of the agency. Among 
the guests were J. C. Behan, superin- 
tendent of agencies; and Director Al- 
bert F. White and Mrs. White. A birth- 
day cake bearing sixty-six candles, and 
made by Miss Marion McClench was 
the piece de resistance. Best wishes 
and other appropriate sentiments were 
addressed to the host by the orators of 
the agency staff. 





SWEENEY PROMOTIONS 


A number of changes have been made 
in the Thomas B. Sweeney Agency of 
the Wquitable in Wheeling, West Vir- 
ginia. Stanley H. Smith, for eighteen 
years cashier, has been made agency 
superintendent. Dwight Sterrett has 
been made agency cashier and office 
manager. The present field force con- 
sists of one hundred representatives. 





DENIED BY PRUDENTIAL 
At the offices of The Prudential this 
week it was denied that that company 
has considered writing accident and 
health. 





Miss Elda Bode, of St. Louis, and 
Oscar A. Shenk, veteran salesman of 
the Bankers’ Life in that city, were 
married recently. 





Meldrum Gray has been appointed 
general agent of the Northwestern Na- 
‘tional in New Mexico. 
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Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 


LIVE HINTS FOR BUSINESS GETTERS 























In a letter to John Poole, 
A president of the Federal Na- 
Credit tional Bank of Washington, 
Factor D. C., written to John E. 
Norman, of the Penn Mu- 

tual, Mr. Poole says: 

The banker learns so much of the 
ups and downs, the successes and fail- 
ures, that attend people with whom he 
comes in daily contact it is but na- 
tural that he should form some very 
distinct opinions in regard to life in- 
surance. 

Comparatively few men are really 
free. They go through life the way 
they are pushed, instead of thinking 
and planning and setting out reso- 
lutely to the accomplishment of a defi- 
nite and worthy purpose. Instead of 
putting on speed and gaining on life’s 
road, they are always trying to make 
up for lost time. 

It is a wise provision in the scheme 
of life that no man may know the 
hour of his departure from the scene 
of his labors; and the very uncer- 
tainty of this should suggest to men 
with dependent families the solemn 
duty. of providing adequate insurance 
protection. The man who feels this 
is a forward-looking man, and one in 
whom the banker places more confi- 
dence and security. 

Don’t be deceived into thinking that 
life insurance premiums are expenses, 
because they are not. On the contrary, 
money spent for life insurance is a safe, 
sound, sensible investment — buying 
something for a future return. 

* ae on 


We sometimes meet a life 


The Best insurance salesman who 
Way To says there is little use in 
Solicit trying to insure men, par- 


ticularly in large cities, 
because most of the people who have 
money to pay the premiums and the 
disposition to take policies are either 
already insured or nuts too hard for 
him to crack. Such a man has little 
knowledge of human nature or of the 
normal growth in population of the 
average town or city, and the constant- 
ly increasing number of prospects; 
otherwise he would surely know that 
the increase in the amount of life insur- 
ance placed from year to year rarely 
keeps pace with the growth in popula- 
tion and the increase in subjects for 
insurance. The most effective way in 
which one writer with many years of 
successful experience goes about it is 
to take a particular point in his talk 
with a man, make that point the cardi- 
nal point, and never get away from it, 
says J. A. Buckner in the New York 
Life “Bulletin.” 

To illustrate: A man up in Vermont 
once wanted to sell a wagon. He knew 
it had superior springs, in fact he knew 
the wagon was right in every respect, 
but particularly strong in the springs, 
so he labored on the “spring”, question. 
To all points against his wagon he 
would answer, “Why just look at the 
springs.” 
springs, the springs, that became the 
main point at issue. He finally sold 
the wagon for a good price and the pur- 
chaser was always satisfied because 
the wagon was O. K. and had such 
splendid springs. 

So in life insurance, take your 
“springs”: and get at your. work. Your 
customer will be as well satisfied with 
one good point as with thirty, although 
you have them all to offer. Donot-con- 
fuse or embarrass him with half a 
dozen plans of insurance. By a few 
questions you can easily learn. the plan 
that is best adapted to his wants, 
needs, or inclinations, then select your 
table and— ’ ; 





It was the springs, the. 


“Do you believe in the 
The Bacon Theory?” asked the 
Bacon Equitable of Iowa of agents. 
Theory The Bacon theory, it says, 


is that hard work, intelli- 
gently directed, brings home the bacon. 
After making this explanation the Com- 
pany advises: “Be a Baconian. Bring 
home the bacon.” 
of + os 


The Western & Southern 


Quarterly Life does not think quar- 
Premium’ terly premiums desirable. 
Views Many of its superintend- 


ents, -including G. A. 
Woods, of Zanesville, O., agree with it. 
Mr. Woods says: 

Superintendent G. A. Woods, Zanes- 
ville, Ohio, agrees with the company 
that: quarterly premiums are undesir- 
able and should be discouraged where- 
ever possible. Accordingly he has is- 
sued the following statement to his dis- 
trict staff: 

“It has been my observation that 
too many agents quote only quarterly 
rates and are satisfied with that, when 
it would have been possible to have 
written annual rates or at least semi- 
annual. So many little quarterly pay- 
ments make lots of trouble in the fu- 
ture care of the business. We do not, 
however, want to discredit a quarterly 
payment as there is many a good policy 
paid that way. 

“As with. industrial business, I find 
the agent who coaches his policyholder 
as to how payments will be made, 
when, where, etc., and urges the people 
to save and be ready on time, has the 
most persistent business. I mean he 
should deliver a policy right—explain 
it from start to finish, get the people 
interested in it, show them all the nice 
features, and urge them to begin now 
to prepare for future: payments. The 
agent’s interest should not cease there. 
He should drop in on the policyholder 
occasionally—make him a permanent 


friend and he will not only stick bet- 


period. 


——. 





LIFE INSURANCE 


RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insarance Compa:y 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industria] Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 


one dane anbbegentsh <1ckCubeseetesbaseUvddsese nh isco cdnabinsesasseaaued sa ieéas $ 20,700, 123.74 
OB evccccccccccsccccecs soccscevcrscevccccsecscecncsecesecesececesessecees 8,650 ,203.62 
Capital and Surplus 2,049,930,19 
Insurance in Force..... 176,501,898.09 
Payments to Policyholders ose 1,851,333.97 
Total Payments to Policyholders since Organization..................0s++05 23,840, 173.80 
JOHN G. WALKER, President. 
—"' 








ter, but will take more insurance and 
refer the agent to another prospect. 
“The contract sold by the Western 
and Southern is a silent, potential 
force that should and will help you 
always if you will do your part. Get 
the habit of writing more annual pay- 
ments. It is a test, too, of the caliber 
of your policyholder. Many a little 
quarterly premium is written where 


‘only Industrial should have been writ- 


ten. It lapses, you lose, and the Com- 
pany loses. But you could have gained 
if you had fitted the policy to the man.” 





BIG BRITISH GROUP 





Policy of £500,000 on Lives of Execu- 
tive and Office Staff of F. N. 
Pickett & Son 





The City Life Assurance Company. 
Ltd., of London, has written a policy 
for £500,000 on the lives of the execu- 
tive and office staff of F. N. Pickett & 
Son. The contract was made by Leon- 
ard Aldridge, managing director of the 
City Life. The number of policies is- 
sued is about three hundred. Group 
life insurance has been neglected in 
England and the City Life’s contract 
with the Pickett concern, which is a 
large employer of labor, has resulted 
in considerable publicity. For instance, 
one of the insurance papers printed a 
page ad about it on its cover and in a 
news story printed pictures of Leonard 
Aldridge and F. N. Pickett, who pays 
the premium. 





Philip Burnet, president of the Conti- 
nental Life, was in the city this week. 


Improved Disability Provision 


Claim may be made us soon as disability occurs—no p:obationary 


Payments begin immediately on approval of claim—no proba- 


tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


anniversary. 


the insuring public. 


Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc- 


tion for disability payments or for premiums waived. 


| 
This new disability provision brings the service of America’s old- | 
est legal reserve life insurance company still closer to the needs of 
t 
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For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


Organized 1871 


COMPANY OF VIRGINIA 






_of varied colored roses with th: 





TWO MORE JOIN 





Northwestern National and Reserve 
Loan Admitted to Association of 
Life Presidents 





The Northwestern National Life, of 
Minneapolis, and the Reserve Loan 
Life, of Indianapolis, have been electej 
to membership in the Association of 
Life Presidents. Thus the association 
approaches its fifteenth anniversary 
with a total membership of fifty-one, 
Forty-three members are domiciled ip 
sixteen states, and eight in two proy- 
inces. 

The Northwestern National Life was 
incorporated September 15, 1885, and 


‘ began a mutual legal reserve business 


in 1901. Its president is John T. Bax. 
ter. Its admitted assets as of Decem- 
ber 31, 1920, were $10,401,191 and its 
insurance in force on that date amount- 
ed to $133,967,959. 

The Reserve Loan Life began busi- 
ness March 10, 1897, and reincorporated 
on the legal reserve basis in 1901. Its 
president is Chalmers Brown. Its ad- 
mitted assets as of December 31, 1920, 
were $5,291,253 and its insurance in 
force on that date amounted to $50, 
133.275. 





GUARDIAN’S OCTOBER 





Splendid Results In President’s Month; 
Flowers Used To Good Effect By 
, Agents 





The special drive for new business 
made by the field force of The Guard- 
ian Life Insurance Company of Amer- 
ica during October resulted in a pro- 
duction of $5,720.770, a larger volume 
than was secured in any previous 
month this year since January, and an 
increase of more than 15% over the 
submitted business of October, 1920. 

October had been designated ‘‘Presi- 
dent’s Month” in honor of the comple 
tion by President Carl Heye of thirty- 
two years of service with the Company. 
A unique plan had been devised by 
which Guardian field men sent replicas 
appli- 
cations they wrote during “President's 
Month.” -A pink rose signified an appli- 
cation for less than $5,000; a re rose, 
from $5,000 to $10,000; and a yellow 
rose $10,000 or over. 

Sixty-seven agents who wrote $25,000 
or more of examined business on at 
least three lives during “President's 
Month” were represented in the presen- 
tation of the large bouquet of pink, red 
and yellow roses to President. Hoye on 


the morning of November 10th as 4 
token of the esteem in which he is held 
by the Company’s field force. Fich of 
these sixtv-seven received an auto 


graphed photograph of Presiden: Heye 
as an expression of his apprecia‘ion of 
the tribute which was paid him 





JOHN HANCOCK JOINS 

The John Hancock has joined in the 
movement initiated by the American 
Society for the control of cancer to 
spread information in regard to cancer, 
and especially the fact that if taken in 
the early stages this dread disease may 
be controlled and cured. It asks all 


agents to distribute a circular which 


has been prepared on the subject. 
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Philadelphia Men Are First in 
the Field With Association Flag 








bn 








—— 
The first flag to be adopted by any 
jocal life underwriters’ association is 
that of the live aggregation officially 
called the Philadelphia Association of 
Life Underwriters, the president of 
which is Clayton: M. Hunsicker. The 
head of the publicity committee is Ar- 
thu, D. Murphy, one of the best public- 
ity men in the whole insurance game. 
The jehairman of the executive com- 
mittee is William A. Smalley; chair- 
man of the law committee is Frank D. 
Buser; of the education committee, 
Thomas L. Fansler; of the field prac- 
tices committee, E. O. Mosier; of the 
member sh ip committee, John R. Fox; of 
the entertainment committee, Frederick 
¢. Woodworth; of the auditing com- 
mittee, A. Stuart Campbell. The three 
vice-presidangts are William A. Smalley, 
Fredy Tf Woodworth and William 
J. Amos. e secretary is Niels M. Ol- 
sen yj the, financial secretary, Joseph C. 
Staples; the treasurer, F. H. Garrigues. 
The! flag will be displayed in front of 
hea@tittarters of the association on all 
meeting days and other proper occa- 
sions,), lt is;twenty feet long by twelve 
feet wide and most effectively com- 
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FLAG CEREMONY 


bines" tha ‘national colors—on a field of 
blue bunting in huge white letters is 
the itle “Philadelphia Association Life 
Sater in red on a cen- 








of the National Association including 
the motto. 

The flag raising and dedication took 
place at the City Club, the flag being 











PHILADELPHIA ASSOCIATION’S 
FLAG 


supported by forty-five orphans, repre- 
senting fourteen nationalities, from the 
Elkins Masonic Home for Girls, readily 


IN PHILADELP HIA 


pointing out and emphasizing the truth 
of the motto “The Greatest Thing in 
the World.” Later, the association gave 
the children a tea-party with a vaude- 
ville entertainment in the Club House. 
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“PUT THis IN YOUR PIPE” 
Bath sia Plus Sincerity plus knowl- 
edge f policies—result, salesmanship. 
} { ve 4 4 





About the| most helpless person on 
é I Or she who has lost enthus- 
| fi 


“Expertenceiis a dead loss unless you 
can sell it for more than it costs.” 


. 








ming more than concen- 
te plan and good, solid 











HANCOCK PROMOTIONS 

The following promotions have re- 
cently taken place at the John Han- 
cock Home Office: 

G. G. Shipp becomes manager of the 
Western Division and F. H. Short, man- 
ager of the Central Division. Both 
have been in the Company’s service for 
many years. 

Perry Wood will be Mr. Shipp’s as- 
sistant and R. B. Handforth will oc- 
cupy the same position with Manager 
Short. 








Pan-American Life Insurance Company 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 










Total Assets Dec. 31, 1920.. 
Insurance issued during 1920 
Insurance in force Dec. 31, 1920... 


Jooces COS $8,742,000.00 
Sil ne over 31,433,000.00 
over 91,408,000.00 





resperous and contented. 





THE PAN-AMERICAN WAY. 
In keeping with the higher Ideals and Ethics of the Business, the Pan- 
American does not seek to employ agents of other companies, but by 
interesting men of intelligence, character and clean record, instructing 
them by correspondence, and assisting them in the active co-operation 
of specially trained men, it has built up a field organization that is 


hat those agents are doing, you can do, if you have the Will—the 
Pan-American Way is open to you. 


Address: E. G. SIMMONS, Vice-President and General Mgr. 
NEW ORLEANS, LA. 












Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 





“HOME LIFE INSURANCE COMPANY of AMERICA 


PROTECTION FOR THE ENTIRE FAMILY 
y issues all medern forms of policy contracts frem age 3 months 


This Compan 
next birthday te years. 


INDUSTRIAL POLICIES are in full immediate benefit from date ef iceuc. 
ORDINARY POLICIES contain a valuable Disability clause and are guar 


anteed by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Wainut St., Philadelphia, Pa. 
JOSEPH L. DURKIN, Secretary 


BASIL S. WALSH, President 


JOHN J. GALLAGHER, Treasurer 
= 








DES MOINES TO HAVE SCHOOL 





Life Insurance Officials and Local Un- 
derwriters Assn. Consider Estab- 
lishment of Salesmanship School 





There is a possibility that Des Moines 
may have a school of life insurance 
salesmanship, and Des Moines life in- 
surance Officials are considering the es- 
tablishment of a school similar to that 
at Carnegie Tech., to be operated in 
connection with either Drake Univer- 
sity or Des Moines University. 

Dr. John A. Stevenson, former di- 
rector of the Carnegie School of Life 
Insurance Salesmanship, and now with 
the Equitable Life of New York, was 
the guest of the committee at Des 
Moines recently. The Life Underwrit- 
ers’ Association of Des Moines is in 
favor of such a school and appointed 
the following committee to consider 
the proposition: Henry S. Nollen, 
president, Eauitable of Iowa, chairman; 
Dr. T. C. Denny, secretary, Central 
Life; James H. Jamison, president, 
Western Life: George Kuhns, presi- 
dent, Bankers Life, and Sidney A. Fos- 
ter, secretary, Royal Union. 





BIG CLASS AT CARNEGIE TECH. 





Enroliment Sur-asses Any Previous Au- 
tumn Course; Twenty-Nine Com- 
panies Represented 





The autumn term of the Carnegie 
School of Life Insurance Salesmanship 
opened with a larger enrollment than 
any other fall class. The total enroll- 
ment of the school up to date has been 
509 students. Including the.114 stu- 
dents in the California Life Underwrit- 
ers” summer school who took the Car- 
negie Tech. course, a total of 623 stu- 
dents have thus far been enrolled. 

Twenty-nine companies are _ repre- 
sented in the fall class, the students 
coming. from twenty-nine states and 
two from Canada. The winter term 
will open Wednesday, January 4th. 


HEALTH WEEK 





Its Aim is Life Extension; Exposition 
Opens at Grand Central Palace, 
New York . 





Health week opened this week with 
sermons from many pulpits in the city 
and today the drive to extend the 
span of human life through education 
will be marked by the opening in 
Grand Central Palace of the largest 
health exposition ever held. 

The exposition is part of a large and 


varied program of the American Pub- 
lic Health Association’s semi-centen- 
nial convention. It is held under the 
auspices of this organization and of 
the local department of health. The 
money realized will be used by both 
organizations to further national and 
local health propaganda. 

Behind the whole affair is the figure 
of Dr. Stephen Smith, “father of public 
health” and founder of the association, 
who has so far followed his own 
preachings that he will celebrate his 
one hundredth anniversary in a little 
more than a year. He is still engaged 
in health work and will be present and 
give the delegates a word of welcome 
in the grand ballroom of the Hotel 
Astor tonight. Dr. Smith’s investiga- 
tions and labor prepared the way for 
the cree'‘on of the metropolitan board 
of health. 





WALTER MAY PROMOTED 
Wlter H. May, brother of President 
May of he Peoria Life Insurance Com- 
pany, has been appointed inspector of 
real estate properties on which mort- 
gage loans are applied for. Mr. Mav 
has been state manager for the Peoria 
Life in Kentucky since the company en- 
tered that state. His broad experience 
in real estate matters makes him a 

valuable man in his new position. 


























12 


THE EASTERN UNDERWRITER 


November 18, 199 





THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
86 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; Edwin N. Eager, Associate 
Editor. The address of the officers is 
the office of this newspaper. Telephone 
number: Beekman 2076. 





Subscription Price $3.00 a year. Single 
copies, 25 cents. 


Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 








RETIREMENT OF MR. LOPEZ 

J. E. Lopez, who retires as president 
of the Continental after a career which 
was marked by his loyalty to the busi 
ness Of fire insurance, will be greatly 
missed from company counsels as he 
not only had the willingness to serve 
but also the conscience and the energy 
and the will to serve well. To print a 
list of committees of which he was an 
important and invaluable member woul 
be to consume several columns of this 
paper. An underwriter of outstanding 
ability, he was also a modest man; and 
he takes to retirement with him the 
good wishes of the underwriting exec- 
utives of the United States. 





THE LATE R. O. LAMB 


The late Roland O. Lamb, pregident 
of the John Hancock Mutual bife In- 
surance Company, was a rock-ribbed 
character whose vision was clear, 
whose judgment was sound and whose 
knowledge of the fundamentals of the 
insurance business was deep. More- 
over, he was a genial, kind-hearted man 
with many lovable qualities which e1:- 
deared him to the agency force of this 
remarkably successful company and 
made him a favorite with his associates 
in the Association of Life Insurance 
Presidents and elsewhere. It speaks 
well for the stability of life insurance 
| that a man of Mr. Lamb’s fine qualities 
could join'a company as a bookkeeper 
and by sheer force of his own abilities 
reach the top. The record of the John 
Hancock is the best testimonial to Mr. 
Lamb. It had $2,000,000 of assets when 
he went with it. Now it has $240,000,- 
000. It has 4,000,000 policies and each 
policyholder must feel that Mr. Lamb 
was a trustee in the real sense of the 
word. 





A. E. Morgan, manager of the Auto- 
car Fire and Accident Insurance Co., 
of London, which has just been li- 
censed in Canada for fire business (gen- 
eral agent Mr. Cherry of Montreal), is 
in Canada. The Autocar first special- 
ized in automobile insurance in Eng- 
land, but now has a successful fire 
branch. 





Herbert--Folaer, assistant general 
agent of the Phoenix of Hartford, on 
the Coast, is retiring. _ 


Ps 














Following the resignation this week 
of J. E. Lopez, president of the Conti- 
nental, after a long and honorable serv- 
ice, it Was announced that Norman T. 
Robertson, who recently came here 
from Chicago to be president of the 
American Eagle, has been named to 
succeed Mr. Lopez; and that James A. 
Swinnerton, secretary of the Continen- 
tal, will be president of the American 
Eagle. Paul L. Haid’s choice as first 
vice-president of the Continental was 
announced some days ago. Mr. Lopez 





NORMAN T. ROBERTSON 


retires because he wants to leave ac- 
tive business life, and President Evans 
paid him this tribute: “J. E. Lopez 
has been associated with me, as em- 
ploye and official of the Continental 
Insurance Company, for some twenty- 
eight years. In all that time he has 
given the best there was in him, and 





J. A. SWINNERTON 


that was much. He has no peer as an 
underwriter, and his splendid qualities 
as a man have endeared him to our 
whole organization. While I shall miss 
his helpful efforts and suggestions I 
am glad that he is able to retire, and 
I hope he may enjoy many years of 
rest and health.” 

Mr. Robertson is a Texan. Born in 
1882 he attended high school and the 
University of Texas. In 1903 he went 
with the general agency of Cravens & 
Kelly, Houston, and a year later was 
made special agent. His first work for 
the Continental was as a special in 
Texas. and later was transferred to the 
New York office as examiner in the 
Southern Department. In 1912 he was 
made manager of the Southern Depart- 
ment of the Fidelity-Phenix, becoming 
successively agency superintendent, as- 
sistant sécretary and secretary. He 
went to the Western Department of the 
Fidelity-Phenix in 1919, and was elected 


THE HUMAN SIDE OF INSURANCE 








president of the American Eagle, some 
months ago. 

Mr. Swinnerton is one of the best 
known figures in the Eastern territory 
and has been with the Continental since 
his fourteenth birthday. After som? 
years he was made an examiner. Late” 
he became a rating expert and helped 
apply the F. C. Moore Universal Mer- 
cantile Schedule. He was a special 
agent in the South and in Pennsylvania 
and, West Virginia, and in New Yor % 
State. In 1893 he became assistant to 





PAUL L. HAID 


the secretary, and his promotions con 
tinued until he was made secretary in 
1910. 


Paul L. Haid, a Pennsylvania man, 
went to Belmont College in North Caro- 
lina, and his first insurance experience 
was in a Pittsburgh insurance office. 
He was a clerk, counter man and spec- 
ial agent. In 1914 he was made special 
agent of the Fidelity-Phenix, and in 
1918 was appointed executive special 
of the America Fore Companies. In 
January, 1919, he was made an officer, 
assistant secretary, and from that time 
on his rise has been phenomenal. Re- 
cently, he was elected president of the 
Farmers of Iowa, an acquisition of the 
America Fore group. 


Mr. Lopez joined the Continental in 
1894 when he took charge of the Sov’h- 
ern department. He was made assist- 
ant secretary in 1898. secretary in 
1902, second vice-president and secre- 
tarv in 1910; and was elected president 
in 1920. 


es f+ 8 


Hugh R. Loudon, retiring manager of 
the Liverpool & London & Globe, at one 
time seriously considered following as 
a life work the profession of physician 
by suggestion. He practised this type 
of cure in Missouri when he was a spe- 
cial agent in his younger days, being 
at home to patients on Sundays. He 
was so successful that he once resigned 
from the field in order to carry on this 
work entirely, but he was induced to 
withdraw the resignation. In many 
respects Mr. Loudon is an extraordinary 
person and undoubtedly he would have 
made a great reputation in the field 
of: helping his fellow men forget their 
ills. He has always had a great, kindly 
and stimulating influence over other 
people. One of Mr. Loudon’s regrets 
has been that he did not go to a vni- 
versity and it is reported that in his 
citrus grove in Florida. he would de- 
vote part of the time to picking up 
educational threads which he dropped 
when thirteen years old and these plans 
include the study of foreign languages. 
The story of why Mr. Loudon quit 
school has never been told. He was 
misunderstood by a teacher of algebra, 
a woman well along in life, who repri- 
manded him unjustly and so severely 
that Mr. Loudon quit the school, re- 
fusing to return. His parents informed 
him that he must go back or go to work. 
He preferred the latter. He thought 


atl 
he would like banking as a career and 
made a visit to each of the banks in 
Minneapolis, but without success, He 
then became one of a hundred boys who 
applied for the job of office boy in the 
office of a mutual insurance company 
office boys at that time being decidedly 
more numerous than they are at preg. 
ent. The president of the company 
patiently interviewed all of the hyp. 
dred and told two of them to come back, 


one of them being Mr. Loudon. oq 
to return at one o'clock Mr. Loudop 
waited outside of the building until q 
nearby chimes struck the hour whe 
he entered. The president pulled oyt 


his watch and was so impressed by his 
punctuality that he gave him the pogj. 
tion and that was how he entered the 
career of fire insurance: 


Eckenrode Family 
Prominent With Penn 





FOUR SUCCESSFUL BROTHERS 





Live in Brooklyn, York, Lancaster and 
Harrisburg; All Good Life Insur- 
ance Producers 





Four members of the Eckenrode fam. 
ily are enlisted under the Penn Mutual 
Life banner, all are doing so well that 
they are the subjects of a special arti- 
cle in “The Penn Mutual News; Létter’ 
by B. Y. Thedean, who writes: 

When Lincoln said, “God loved the 
poor people because he made so many 
of them,” he probably had an acute 


sense of their reciprocal ‘obligation to 
love God. Really to love God is to 
serve His children, “To comfort the 
sick and the fatherless, to feed the 
hungry, to bind up the wounds of the 
stranger,” etc., all of which we are 
commanded to do if we would inherit 
eternal life. You probably think I am 
in a solemn mood just now, and I am, 
for I never think of the great work of 
life insurance without thinking also of 
those who best serve it. 

I feel that something is especially 
due Mr. E, R. Eckenrode, of Harris- 
burg, who within a few years has de- 
veloped a highly successful agency. 
While a large personal producer, he has 
peculiar qualities which attract and 
bring to his aid honorable associates, 
with ample mental qualifications, whom 
he’ teaches the rudiments of the busi- 
ness, the purposes it serves and right 
methods to be employed in the exten- 
sion of its benefits. The corps of men 
at his command includes only those 
who mean to be continuously identified 
with the work, get their pay and glory 
from that source, also, the conscious- 
ness of earning both. He has imbued 
them with that spirit of enthusiasm 
which alone makes great things pos- 
sible, one result being a notable in- 
crease in the number of well-satisfied 
policyholders insured under plans best 
adapted to meet their varied require- 
ments. ‘ 

No room is left for mistinderstanding 
as to the nature of the contract, its 
probable cost or benefits conferred, for 
Mr. Eckenrode assiduously devotes him- 
self to having none but fully-satisfied 
clients, knowing that nothing less than 
all the truth furnishes a safe base on 
which to build. It is this condition that 
led me to deny that there afte “too many 
Eckenrodes” and to add thé hove that 
“their tribe may increasé.” As for E. R., 
he brings to his work of alleviating, 
diminishing, perhaps abolishing pover- 
ty, a.cheerfulness, serenity, inte! gence, 
strength and solidity, am indomitable 
“will to righteousness,” which constt- 
tute the effective saving force of the 
world! 





William Thompson, wlio has bven in 
charge of London & Laficashire !ndem- 
nity affairs in British Columbia, has 
been appointed manager of the new 
home office of the company if Hartford, 
located in the new American Industrial 
Building, 
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Fire Insurance Department 


Praise for Red Book 
From Insurance Men 


WELL RECEIVED 


EDITION 





fire and Casualty Selling Insurance 
Number to Be Annual Feature 
With This Paper 





The Red Book of Fire & Casualty In- 
surance Selling, which was part of the 
edition of The Eastern Underwriter 
last week and which is to be an annual 
feature of this paper, made a good im- 
pression among insurance men. Among 
some of the letters received are these: 

Fred J. Cox, Boynton Brothers & Co., 
Perth Amboy, N. J.: Your Fire and 
Casualty Insurance Salesmanship num- 
per is a “corker.” Do it again. 

A. H. Reddall, advertising manager, 
Equitable Life Assurance Society: You 
are to be congratulated on the splendid 
matter published in your Fire and Cas- 
ualty Salesmanship edition. This is 
indeed a valuable contribution to the 
work of both home office people and 
feld men. I have rebound the copy 
you were good enough to send me and 
itis now part of my insurance library. 

Thomas C. Moffatt, Newark, N. J.: 
Your Fire and Casualty Insurance Sales- 
manship number is one of the best in 
that line that I have seen. There is 
more meat scattered through the paper 
than can be digested at one reading. 
We are putting it in our “live” file for 
ready reference. I would like to have 
you send me fifteen extra copies of it 
so that each one of my associates may 
have one to keep before him in his desk. 

C. S. S. Miller, advertising manager, 
North British & Mercantile: It is a 
bully good edition. 

J. D. Whitney, manager publicity de- 
partment, Travelers Insurance Co.: The 
Fire and Casualty Insurance Salesman- 


. ship Edition was a fine collection of 


good material on many varied live top- 
ics and ought to put both pep and ideas 
into any reader’s mind. 

William S. Crawford, insurance edi- 
tor, Journal of Commerce: I want to 
congratulate you on the fine Fire and 
Casualty Insurance Salesmanship Edi- 
tion you got out. Personally, I like 
those articles that give people informa- 
tion about subjects they are not familiar 
with rather than those which deal main- 
ly with psychology of salesmanship. 

Vincent L, Gallagher, Continental: 
The Fire and Casualty Insurance Sales- 
manship Editién is good. More “sales- 
manship” stuff would be a boon to the 
business. 

J, F. Van Riper, branch secretary, 
Norwich: Union Fire Office: I have re- 
ceived a copy of The Hastern Under- 
writer’s Edition of the Red Book of Fire 
and Casualty Insurance Selling and 
wish to compliment you upon the very 


tine production which this magazine 
represents. You have covered a wide 
rauge ot subjects and in a manner 
Wich should make them interesting 
aud attractive to agents and brokers. 
sue contributions trom outside are 
irom men whose Message Wil aiways 
pe read. You are entitied to much 
credit for its conception. 

H. H. rutnam, manager of publicity, 
John Hancock: 

With iis customary enterprise The 
Eastern Underwriter has “visualized” 
the Salesmanship idea as applied to 
local fire and casualty agents. The 
up-to-date local must be a salesman as 
te company does more of the under- 
writing than in the old days. Your 
speciai shows that there are many me- 
tnods of “attracting trade,” but if one 
agent tried to use all of them he would 
“get in his own way.” But they. can 
get mighty good hints from the expe- 
rience and ideas of others. Personality 
and a good reputation are essentials, 
as well as individuality in the method 
of approach, which means that the 
same methods of salesmanship will not 
co for all men. 

Charles F. Enderly, New York: Your 
Red Book publication on salesmanship 
is worthy of high praise. It is of no 
ordinary cleverness containing many 
helpful hints which may be applied by 
anyone interested in the production end 
of the insurance business. It is a fine 
instance of. the educational work that 
can be done by insurance publications. 

Cc. H. Remington, vice-president, 
Aetna Life: “Please accept my sincere 
congratulations for the very newsy and 
up-to-date publication you put out, and 
ito which we look forward every week 
with a great deal of interest.” 


x 





HONEAYE FALLS AGENT 


William J.: Fairbairn of Honeaye 
Falls, N. Y., has branched out into the 
insurance business for himself and now 
represents several companies in that 
district of the state. 





ELMIRA AGENCY CHANGES 


Swan & Sons-Morss Co., of Elmira, 
N. Y., have purchased the insurance 
business of Francis Toomey,.. Inc., 
which they will continue. Mr. Toomey 
is removing to Florida after spending 
many years in the insurance game. 





W. RALPH DANIEL’S COMPANIES 

W. Ralph Daniel, formerly in the in- 
surance newspaper business, and now 
a local agent in Orange, N. J., is now 
representing the Phoenix of London, 
London & Lancashire, Aetna, Great 
American, Globe Indemnity and Trav- 
elers. 





T. E. Braniff, of Oklahoma City, was 
invited to both the Maryland Casualty 
and Globe Indemnity housewarmings 
as he represents both companies. 
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MARINE AND FIRE INSURANCE COMPANY, Limited 
——_—_—_ 
UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, 


NEW YORK as 






p> — THE AUTOMOBILE; 
INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 
$11,896,417.46 


LIABILITIES, EXCEPT CAPITAL 


$8,171,905.10 


SURPLUS TO POLICYHOLDERS 


$3,724,512.36 


FIRE AND ALLIED LINES 


Fire, Tornado, Rents, Profits, Lightning, Explosion, Commissions, Lease- 
hold, Riot and Civil Commotion, Sprinkler Leakage, Use and Occupancy, 
Automobiles, Aircraft, Floaters. 


OCEAN AND INLAND MARINE LINES 


Hulls, Cargoes, Merchandise, Specie, Builders’ Risks, War Risks, Regis- 

tered Mail, Transportation, Motor Truck Contents, Salesmen’s Samples, 

Parcel Post, Tourists’ Baggage, Personal Effects Floater, Jewelry 
Floater, Fine Arts. 

















































Affiliated with 


ETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 


a 
1841 . 
oye surance. 


























orf NEW HAVEN. CONNECTICUT. 


RIOT and CIVIL COMMOTION—EXPLOSION 
SPRINKLER LEAKAGE 


AUTOMOBILE ; 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 























LEWIS & GENDAR, Inc. | 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


London & Scottish Assurance Corporation 
_ ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 0063-0064-0065 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., ef Eng. Firemen’s Ins. Co. of New Jersey 

Commonwealth Ins. Co. of N.Y. Insurance Co. 

Detroit F. & M. Ins. Co. of Mich. Assu. Corp. 
(Casualty) Indemnity Ins. Co. of N. A. 


Special Facilities for Handling Out of Town Business 
145 Montague Street, Brooklyn—New Yor~k 
Telephones: Main 6370-6371-6372 
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Smith Agency on Co-Insurance 


LL 








Here’s a letter on co-insurance which 
A. E. Smith & Son, Ogdensburg, N. Y., 
an agency fifty years old, have found 
effective: 


Dear Sir: 

Your insurance being written with 
the 80% co-insurance clause, we desire 
to call your attention to this fact and 

. to warn you of the effect if a loss oc- 
curred and you were short of the agreed 
insurance— 


The co-insurance clause having 


become a standard feature of policy con- 
ditions, in consideration for which a 


reduced rate is granted, parties using”®” 


the same should understand its appli- 
cation. 


The intent of the clause is to distri- 
bute partial losses over certain ratio 
of insurance to value, and if the as- 
sured fails to have insurance to the 
agreed amount of 80% of value (when 
the loss occurs) he must bear that part 
of the loss which would otherwise be 
borne by another insurance policy mak- 
ing up the shortage—for example: 


Value of property, $10,000; agreed in- 
surance, $8,000; actual insurance, $7,- 
000; loss, $800. In this case the as- 
sured, being short one-eighth of his 
agreed insurance, would bear one-eighth 
of the loss, or $100, and the companies 
would pay seven-eighths, or $700. 


If the loss should be more than 80% 
of the value of the property covered, 
the co-insurance clause would have no 
effect and the assured would collect the 
whole loss. up to the amount of the 
insurance. 


With a Full Co-Insurance Clause, for 


which a further reduction of rate is 
granted, the assured must keep his 
property insured for its full value, or he 
must be a co-insurer to the extent of 
his deficit. If his property is worth 
$10,000 and he has but $7,000 insurance, 
he becomes a co-insurer for $3,000 and 
contributes his proportion in cas2 of a 
partial loss. 


None should feel that when a co- 
insurance clause is attached to their 
policy they do not get the protection 
they pay for. They get exactly what 
they pay for. If they do not choose 
to carry the necessary amount of in- 
surance, they do not pay for it. ‘They 
get all they pay for, but failing to se- 
cure the amount of insurance called 
for by the co-insurance clause, they 
then become co-insurers tv the extent 
of the deficit. It is a sim»vle matier, 
and is just and equitable in its appli- 
cation. 


Flat insur2nce, or insurance written 
without the co-insurance clause, costs 
about 20% more than the 80% rate and 
about 30% more than the full co-in- 
surance rate. With flat insurance the 
assured can carry any amount he 
wishes up to the value of the property 
insured, and in case of loss collects 
the whole loss up to the amount of the 
insurance. 


We warn property owners to wake 
up as to the value of their buildings, 
stocks, machinery, etc. Within two 
years there has been an appreviation 
of from 20 to 50% in merchandise, ma- 
terials and labor—hence replecement 
costs are much higher. Has your in- 
surance been proportionately increased? 
Such action is advisable in all cases, 


—, 





Incorporated 1849 


Metropolitan Fire Agent 
C. G. Smith ‘ 
1 Liberty Street | 


Service Department 





I Liberty Street 


SPRINGFIELD 


Fire & Marine Insurance Company 
SPRINGFIELD, MASS. 


New York Offices 


Geo. A. Hill, Jr., Special Agent 


——, 


Cash Capital $2,500,000.00 


General Marine Managers 
Talbot, Bird & Co., Inc. 
63-65 Beaver Street 


Metropolitan Auto Agent 
Leslie D. Forman 
75 Maiden Lane 




















and Imperative where the Co-Insuranc¢ 
clause is part of the policy contract. 

We are writing you this so that there 
will be no misunderstanding in cause of 
a possible loss and to warn you %f the 
effect if a loss occurred and the co- 
insurance worked adversely. In order 
to be fully protected you must comply 
with the conditions of the clause. 

If you find you are under-insured we 
would be pleased to write any addition- 
al insurance you might wish. 

Yours very truly, 
A. E. SMITH & SON. 


P. S.—It is important that your in- 
surance should be concurrent, that is, 
the written portions of all policies. cov- 
ering the same property read exactly 
alike. If they do not they should be 
made uniform at once. Consult us and 
we will explain. 

A. E. SMITH & SON. 























* 
Actual market value for all securities 
D. H. Dunham, President D. H. Dunham, President H. M. Gratz, President 
Neal Bassett, Vice-President Neal Bassett, Vice-President D. H. Dunham, Vice-President 
John Kay, Vice-Pres. & Treasurer John Kay, Vice-Pres. & Treasurer Neal Bassett, Vice-President 
A. H. Hassinger, Ass’t Sec’y. A. H, Hassinger, Secretary John Kay, Treasurer 
John A, Snyder. Secretary A. H. Hassinger, Ass’t. Sec’y. 
THE ‘ THE 
FIREMEN’S | | Girard F&M 
MECHANICS INSURANCE CO. % . 
INSURANCE CO. ot Kowa, HJ. INSURANCE CO. 
of Philadelphia 
Organized 1854 . 
Organined 1854 B iiroer tae 
en’ 
Statement January 1, 1921 viecsenypa fai ASSETS Hh LIABILITIES 
ASSETS AND LIABILITIES 
ASSETS AND LIABILITIES 
Capital seeeceees +$1,250,000 Capital eeeveese ee «$1,000,000 
Capital cocceceses$ 600,000 Re *Reserve Reinsur- 
Reserve Reinsur- Reserve insur- 1.079 ance Fund ..... 2,295,788 
ance Fund...... 1,465,929 ance Fund ..... 5,191, *messeve all ether 
Reserve all Reserve all other liabilities ....... 260,940 
liabilities ...... 159,857 liabilities ...... 1,205,847 Net Surplus ...... 449,841 
li Net Surplus ...... 564,541 Net Surplus ...... 2,086,742 miatpme 
Total ............$4,006,570 
Total ............$2,789,828 i acuwwin sno 
3 Total +++ 900,788,168 Policyholders Surplus, $1,449,841 
Policyholders Surplus, $1,164,541 Policyholders Surplus, $3,336,742 *As of December 31, 1928. 























Loyal to friends and loyal agents 











GROSS VERSUS 
NET COMMISSIONS 


(Continued from page 1) 
the parties to such a contract expect 
the lawyer to return a share of his fee 
it the contract was canceled before the 
expiration of that term? 

“The insurance broker is just as im- 
portant as the lawyer in assuming the 
responsibilities of ‘drawing up the prop- 
er forms’ and ‘placing a policy contract, 
For the same kind of a service, it is 
unjust to pay back a part of the ‘com- 
mission’ fee just because the assured 
desires to cancel a policy contract by 
comparison with the position of the 
lawyer. 

“A greater consensus of opinion on 
a subject of such an important nature 
would be very beneficial to the business, 
This will start the ball a-rolling, which 
I hope: will prove a spirited discussion.” 





PHILADELPHIA COMMITTEE 
The Philadelphia Fire Underwriters’ 
Association at the annual meeting 
chose George Y. Shermer, George R. 
Packard and Arthur H. Clevenger men- 
bers of the executive committee to 
serve for three years. The oiher mem- 
bers of the committee for the ensuing 
year are Samuel P. Rodgers, Edward 
Maneuvre, Charles C. Simpson, J. 
Burns Allen, J. Hunter Gaul and B. H. 
Wood. » The committee elected the fol- 
lowing officers for the ensuing year: 
Chairman, Samuel P. Rodgers; vice 
chairman, Charles C. Simpson; secre- 

tary-treasurer, Charles A. Hexemer. 
The Association issued the following 
brokers’ certificates: Joseph J. Ear- 


.ley, John J. Hayes, Leonard Kissileff, 


Harry C. Lieberman, Edward J. Simons 
and William Wagner, Jr. 





NON-TARIFF COMBINATION 

London, Nov. 2.—Terms have been 
arranged for the acquisition of a con 
trolling interest in the Drapers & Gen- 
eral by the Provincial Insurance (0. 

The combination is rather of the na 
tural order; the two companies have 
much in common. Both are compara 
tively young non-tariff companies; both 
are closely associated with the textile 
trade, one on its wholesale or ! \anufac- 
turing side, the other on the retail. 
The combination will therefore tend 
directly to a strengthening of a trade 
position, although too great emphasis 
must not be laid on a class connection. 





VISITS CANADA 

A. Rendtorff, the chief proprietor of 
Sterling Offices, Ltd.—the largest firm 
of reinsurance brokers in the world— 
was in Toronto this month. lle says 
that insurance business in London is 
depressed, but that insurance condi 
tions are not bad except in m2rine it 
surance, where the losses have beet, 
and continue to be, enormous and 
seriously alarming. 
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The Right and Wrong 
Way to Sell Anything 


WAKE A POLITE APPROACH 








Insurance Paper Shows How Not and 
Insurance Company How To Intro- 
duce a Subject 





It is said that William McKinley, 
when president of the United States, 
could turn a man down and make a 
friend by doing so, simply by the tact 
in which he did it, while there are 
ever so many cases of public men who 
could say “Yes” and make enemies by 
the manner in which the assent. was 
given. A former president, Benjamin 
Harrison, is a case to the point. 

And that’s just as true in the insur- 
ance business as it is in politics, There 
isa rigit way and a wrong way of ap- 
proach; of soliciting a man to sell in- 
surance or anything else either in con- 
yersation or by correspondence. 

This was illustrated a few days ago 
when The Eastern Underwriter noted 
two pieces of selling literature which 
recently have gone out. 

The first came from the Office of an 
insurance paper and read: “Do you 
think you know everything? Well, you 
don’t unless you are a subscriber of the 
ST If you don’t subscribe, 
itis up to you to do so.” 

What is the reaction on an insurance 
agent receiving such a circular? Would 
he subscribe, or would he get mad? 
Just the other method was noted in 
a circular of an insurance company 
about water damage (issued by the 
North British & Mercantile.) It read 
as follows: “Surely you won’t neglect 
to sell water damage. Don’t wait until 
a loss occurs, but acquaint your clients 
with this form of protection today.” 
That told the story, did so in a polite 
way, and the circular was printed in 
colors and with illustrations which not 
only caught the. eye by attractive make- 
up, but was just firm enough in its 
tone to carry the message. 2 
It is poor salesmanship for any agent 
to say in his conversation, his ads or 
his letters, “You must do so-and-so.” 
It is silly as well to make a’man feel 
that he is a fool if he doesn’t do so-and- 
so. It is best to sell by suggestion. 
Make the prospect see the point, but 
don’t drive it in with a sledge hammer. 
Approaching with an interrogation is 
becoming more popular in America, 
probably the influence of Woodrow Wil- 
son’s notes. The former president be- 
gan many of his paragraphs with ques- 
tions. He carried it to such a point 
that comedians on the stage started t6 
burlesque his style. At the same time, 


it is a good thing for the salesman~ 


to remember that such expressions as 
“May | be permitted” or “May I have 
the pleasure” are much better introduc- 
tory talks than the brusque, cocky style 
of approach too often seen in this coun- 
try and very offensive to many persons. 





WAS DRUNK; WRECKED CAR 





Pennsyivania Indemnity Exchange 
Wouldn’t Pay More Than Half Cost 
of Rebuilding Car 





The Pennsylvania Indemnity Ex- 
change is confronted with a property 
damage and personal liability claim 
amounting to several thousand dollars. 
An official of a prominent Philadelphia 
busines. concern, holding membership 
in the Exchange, while in an intoxicated 
Condition and recklessly operating his 
Motor car, ran into and wrecked an 
automobile, causing serious injuries to 
all four occupants. 

e Exchange declines to make any 
settlement other thah paying half the 
Sost.of rebuilding the wrecked machine. 
tless satisfactory liquidation is amic- 
ably obtained, there will be litigation 
Startling disclosures. The. auto- 
€ owner who caused the damages 
ad injuries is held under heavy bail. 








ORGANIZED 
1853 








ANSWER THE CALL 


The annual Red Cross roll call began Armis- 
tice Day, November 11th, and will continue 
to Thanksgiving Day, November 24th. 


In all the United States of America there is 
no more worthy cause than the Red Cross. 


In great peace time disasters— 
On the firing line— 

During reconstruction days— 
The Red Cross has always been first to keep 
faith with Humanity. 


Give it your support. 





HE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





. NEW YORK OFFICE: 56 CEDAR STREET 





Aircraft, Automobile (Complete Cover in Combination Policy) 
Earthquake, Explosion, Fire and Lightning, Hail, Marine 
(Inland and Ocean), Parcel Post, Profits and Commissions, 
| Rain, Registered Mail, Rents, Rental Values, Riot and Civil 
Commotion, Sprinkler Leakage, Tourists Baggage, Use gnd 
Occupancy, Windstorm. 
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A ROSE 


R. B, Jones & Sons’ 
Fine Advertising Copy 


GOOD KANSAS CITY CAMPAIGN 





Agents Feature Themselves as Experts 
And Tell How Insurance Can 
Save Money 





R. B. Jones & Sons, of Kansas City, 
are doing some of the most effective 
and consistent advertising of any of 
the agents. Cliff C. Jones, of this con- 
cern, one of the best known insurance 
men in the country, will be here in De- 
cember. Some of the advertisements 
are accompanied by illustrations which 
makes it rather difficult to explain the 
ads in an insurance paper without the 
use of cuts. 

Three of the effective advertisements 
used in a small space are each Headed: 
“In Case of Fire It Pays Your Costs.” 
Ad No. 1 then says: “By costs is meant 
the lighting, heating and maintenance 
of a plant that is idle because of dam- 
age caused by fire. A Use and Occu- 
pancy policy makes good such loss,” 
Ad No. 2 says: “Taxes never stop. Fire 
may ruin your plant, but taxes come 
due as you rebuild. Let a Use and 
Occupancy policy pay taxes until your 
income recommences.” Ad No. 3 says: 
“Your plant has its own peculiar prob- 
lems, but all reasonable expenses that 
result from a period of enforced idle- 
ness may be covered by a Use and 
Occupancy insurance policy.” 

In another ad—this one with a large 
illustration, in which a man’s finger is 
pointed at a name in a telephone book, 
is headed “It Costs No More to Have a 
Specialist.” It is signed “R. B. Jones & 
Sons, Insurance Underwriters and Engi- 
neers,” the ad carrying this explanatory 
footnote: “There is all the difference in 
the world between insurance underwrit- 
ers and engineers and ordinary insur- 
ance salesmen. We come to you with 
definite, tangible recommendations for 
preventing disaster and lowering insur- 
ance rates.” In the body of the ad is 
the following selling talk: 

“Do you realize that it costs you 
no more to have your insurance writ- 
ten by experts—by insurance under- 
writers and engineers? Consider this 
fact in buying insurance of any kind 
whatever. An agency that has grown 
up with modern methods of under- 
writing—that has a staff of insurance 
underwriters and engineers, can give 
you a service that is unique. You pay 
nothing at all, for example, for the work 
done by special fire prevention engi- 
neers, who will inspect your property 
and tell you how to prevent fires. You 
are dealing with men who know insur- 
ance as you know your own occupa- 
tion—who have because of long experi- 
ence qualified as leaders in the business 
of protecting property.” 

Another ad which delivered the 
goods bore the caption, “What a Relief 
to Meet an Insurance Man Who Talks 
Your Business.” It was directly under 
an illustration showing the head of a 
corporation at his desk talking with a 
salesman. The reading matter follows: 

“So many men come to see you about 
their business. Day in and day out— 
so many who want something from 
you—so few who have anything for 
you. That’s why it is a relief to talk 
to an insurance engineer, Take fire 
protection, for example. Your prob- 
lems are the same problems he meets 
daily—he has been solving similar ones 
for years. All of his experience in re- 
ducing the possibility of fire in dwell- 
ings, in office buildings and in manu- 
facturing plants, is available to you. - 
Fire prevention is part of the service 
given you by our insurance engineers. 
It costs nothing extra—it may prove 
invaluable to you.” 
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How $43,000,000 Line 
Control Went to Agent 


GEO. W. TAYLOR FILES LETTER 





Interesting Document Showing What 
Big Assured Expects of Broker; 
What He Must Do 





In view of the court action begun by 
George W. Taylor, the Boston broker, 
against the American Agricultural 
Chemical Company, whose $43,000,000 
line. was transferred from the Taylor 
office to Obrion, Russell & Co. and John 
C. Paige & Co., the following letter, 
which has been filed with the court by 
Taylor, will prove of interest to the 
fraternity: 

George W. Taylor, Boston. 

Dear Sir: This is to advise you that 
at a meeting of the executive committee 
of this Company held yesterday, Wed- 
nesday, February 14th, your propositioa 
to take entire charge of the insurance 
business of this Company as broker, 
was submitted and accepted upon the 
following conditions: 

(a) You are to be given entire charge 
and have. absolute control of the fire 
insurance business of this Company as 
broker. 

(b) You are to visit, either in person 
or by representative, all the plants of 
the Company for the purpose of their 
examination by you and of familiarizing 
yourself with the various local condi- 
tions, and you agree that you will, after 
such preliminary visits, visit or cause 
to be visited, the various plants at such 
intervals as may be necessary, for in- 
spections. 

(c) You agree to carefully scrutinize 
all forms at present in use at the vari- 
ous points, to have made, any correc- 
tions, modifications or additions to these 
forms as may be, in your judgment, ad- 

visable, and to gradually bring »about 
the use of such forms as will be entirely 
satisfactory to you and for the best in- 
terests of the Company. 

You agree to carefully investigate all 
insurance companies whose policies are 
now held by us and in future to place 
the insurance only with such companies 
as, in your judgment, are reliable. 

You agree that in obtaining insur- 
ance for us, you will do so at the lowest 
possible rates consistent with good and 
reliable insurance, and that where pres- 
ent rates are in your juagment too high, 
you will make all reasonable effort to 
have them reduced. 

You agree to keep proper and com- 
p-ete records of all the insurance busi- 
ness of the Company and-to see that 
properattention is given to renewals 
of insurance as the policies expire. 

(d) You are to have surveys made of 
all the properties belonging to or con- 
trolled by this company,-and to furnish 
to ys upon our request, duplicates of 
cucl® surveys. 

(e) In case of losses by fire, you are 
to act for and with the Company in 
adjusting the same, and this without 
charge to the Company except for your 
actual out of pocket expenses in con- 
nection with such adjustments, for 
which, upon proper statements rendered 
to us, we agree to reimburse you. 

(f) You are to make reports to this 
Company of such a character and at 
such intervals as may be required by 
the Company. 

It is understood that you are to make 
no charge whatever to the Company, 
either for your own services and ex- 
penses or for ‘the services and expenses 
of any representative employed by you, 
but that you are to rely entirely and 
solely for compensation, upon the com- 
missions to be received by you from 
the various insurance companies writ- 
ing upon the risks of the Company. 

(g) The Company agrees to give you 
free access to all the properties owned 
or controlled by it, so far as fire insur- 
ance is concerned, and to furnish you 
with whatever information or data may 


tion of the business, to deliver to you 
upon request any policy or policies 
which you may ask for, and to co- 
operate with you in every proper way. 

(h) It is mutually understood and 
agreed ‘that the Company is to carry 


Wood-Fourth Insurance Agency 
GENERAL AGENTS 


ARROTT BUILDING, PITTSBURGH, PA, 












insurance only on their buildings, ma- H. A.. LOGUE 

chinery and equipment and that no in- Chairman 

surance is to be obtained on merchan- -_ 
dise stock, unless in an emergency and C. M. LOWRIE, Pres. 3 EDW. A. LOGUE, Vice-Pres. 
as may be specially arranged between JOS. WINGERSON, Sec’y. H. C. NIEHAUS, Trea: 
yourself and this Company. It is fur- —l 
ther understood that the Company may nee 

itself and independently of any agree- BALLARD ON MAPS but not at all satisfying. I was . dviseg 
ment or arrangement with you, obtain Sumner Ballard, well known re-insur- by David Rumsey that I had no -edregg 
marine insurance on merchandise stock ance man, has written the following Whatever and that I must bur the 
or insurance of profits on contracts. letter relative to the map situation: aggravation as patiently as ssible 


“Much as I am impelled by a person- without recourse to legal actio1 
al grievance against the Sanborn Map 
Company to enter into this controversy, MRS. ELMER E. CAIN Dies 
my position as secretary of the Na- Mrs. Hlmer E. Cain, the wife of the 
tional Board of Fire Underwriters late Elmer E. Cain, of the (‘irm of 
forces me to restrain myself from deal- Howie & Cain, died suddenly on the 
ing with the question of whether the twenty-ninth of October at her home jn 


This agreement to extend for one 
year from February 15, 1906. After 
February 15, 1907, it may be terminated 
by either-party upon sixty days written 
notice to the other. 

This letter is in duplicate and we 





png Na = Bro nla ot Ba National Board should enter the map’ Brooklyn. Her husband, Mr. Coin, was 
ceptance of and a veh treed to the con- publication field. one of the best known underwriiers op 
Dp s “Nevertheless, I do not feel that I the Street. His old firm is now ama. 


ditions set forth therein. am required to refrain from publicly gamated with Crum & Forster, at 11) 


Very truly yours, -“acquainting my friends with the man- William Street 
~~ _——— Agricultural Chemical-- ner in which I have been treated by 
pany, that corporation. It has for several ATTRACTS ATTENTION 
By years used my full name in large type Yarge thermometer, of such size 

(signed) Thomas A. Doe, Treasurer. on Page 48 of the Newton, Mass., map.» astto be a serviceable imparter of tem. 

I hereby accept the conditions as par- to aid the sale of that volume, and this’ perature information, is attached to an 
ticularly set forth above and agree to not merely without my consent but  inclosed bulletin board hanging at the 
devote to the fire insurance business against my emphatic protest. Some _ entrance to the Best Building at 75 Ful. 
of the American Agricultural Chemical. years ago I sent a communication to ton Street. On the bulletin board one 
Company, my best services on the lines the late Edward F. Beddall, then presi- may read what the day’s weather is 
suggested. dent of the map company, calling his going to be in New York, Albany and 
(signed) GEORGE W. TAYLOR. attention to the matter, and although Chicago, and from whence blows the 

I know that he went down tc the office wind. Just below this, printed in car. 
of the Queen and inspected the map, mine ink, is the following, “Rain Insur. 
ADAM C. HILL DEAD he did not even reply to my letter, al- ance. C (see) Henry W. Ives & Co. 

The death of Adam C, Hill occurred thoygh he had in all other capacities Inc., Fire and Marine Insurance.” [t 








‘suddenly at his home in Plainfield, shown me innumerable kindnesses. A is a good example of putting across 


N. J., Sunday morning, November 13. ~ jetter to General Manager Buchanan an insufance selling point in a prac. 


Mr. Hill had been in the employ of the prought a repl hich was tedus _ tical 
Liverpool & London .& Globe for the — ee satua i sf a 


past thirty years. It was his intention 
to retire at the end of this year. 
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LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 
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Movement for Prompt 
Payment of Premiums 


AGENTS PASS RESOLUTION 





Recognize That Great Injustice is Done 
By Outstanding and Neglected 
Accounts 





The action of the Illinois Local 


Agent; State Association at Hotel Clif- 
ton in Ottawa, Illinois, on November 8 
in adopting a resolution in favor of the 
paym nt of premiums on fire and allied 
lines of business cash on delivery of 
polici:s is another straw indicating the 
direction of a growing sentiment in un- 
derwr ting circles. Another similar oc- 
currence Watya like resolution recently 
adopted by the local agents of Cleve- 
land, Ohio. 


Agents and companies alike are be- 
ginnig to realize the necessity for 
casting aside the dingy old, worn-out 
credit system, the operation of which 
has cost them untold time, money and 
anguish of spirit. It is not believed 
that this reform can come from the 
companies alone nor from the agents 
by themselves, but if companies and 
agents, acting through their various 
associations, work for it unremittingly 
it can be brought about to the great and 
lasting benefit of all engaged in the 
business of underwriting. 

The text of the Mlinois resolutions 
follows: 

“The present credit system is costing 
both the companies and agents each 
year millions in money and much time 
that could be devoted to building up 
their business: This enormous loss can 


‘be greatly reduced by agents requiring 
‘payment of premium either upon deliv- 
ery of policy or very shortly thereafter, 
thus permitting remittance to, compa- 
nies with. monthly. account ¢tifrent. 
Therefore, it is the sense ofthis agso- 
‘eiation that local agents cooperate with 
‘their companies to the end that the 
present system be abolished and that 
the local agents and companies unite 
in an endeavor to institute in place 
thereof a system which will secure 
prompt payment by assured to agent 
and prompt remittance by agents to 
‘com panies.” 





SALES POINTS 

(A. H. Dudley in Specialty Salesman 
Magazine) 

' Don’t air your, troubles to the pros- 

pect. He probably has troubles of his 

‘Own that need airing. 

Tact and cheerfulness—the 
Dust Twins of salesmanship. 
keep things bright. 
Don’t worry if you’re not a genius. 
They tell us it is easier for a hard 
Worker to achieve success than a 
genius. 

Success does not go to the man with 

t opportunity but to the fellow who 
ces the most of his opportunity. 
He who uses dull days as an oppor- 
for dreaming will wake up to find 
some other fellow has used the 
or hustling. 

Success is not a matter of luck. It is 
the :neasure of a man and his ability. 

The good things of life are not hand- 
own, They are pulled down. ° 

What you will to do you can do if 
you persist. No man ever made a 
Success of anything with “I can’t” on 
his tongue. 

Faint heart ne’er won fair lady—or 
anything else worth having. If you 
Want 2 bigger income go after it with 

ands and feet. : 

It’s a wise salesman who knows what 


Gold 
They 


EXAMINERS’ DINNER 

The Examining Underwriters’ Asso- 
ciation of New York will have a dinner 
meeting at the Chamber of Commerce 
Building, 32 Court Street, Brooklyn, at 
6:30 on Tuesday evening, November 22. 
The speakers of the evening will be 
Otho E. Lane, president of the Niagara 
Fire Insurance Company and James V. 
Barry, assistant secretary of the Met- 
ropolitan Life Insurance Company. 





STANDARDIZATION TRUCK 

The Standardization truck, working 
throughout Ohio under auspices of the 
State Inspection Bureau and in charge 
of W. S. Winnard, former master me- 
chanic of the Columbus Fire Depart- 
ment.last week completed the standard- 
izing of 1,580 coupling connections in 
Elyria. Unless held up by cold weather 
the truck will proceed this week to the 
southern part of the state. The work 
at Elyria. took six days to complete. 


ADDRESSED BY PITCHER 
For the first time in its history the 
William Street Club was addressed by 
an outsider this week, the honor going 
to Charles R. Pitcher, of the Royal. 





LETHBRIDGE ACTIVITIES 
Lethbridge & Co. have created con- 
siderable excitement on the Street by 
capturing some important lines from 
other concerns. 





POETON OUT 
Frank Poeton is no longer on the 
staff of The Eastern Underwriter. 





LEVISON BACK FROM EUROPE 

President J. B. Levison of the Fire- 
man’s Fund and the Home Fire & Ma- 
rine has returned from Burope, arriv- 
ing in New York last Saturday. Mr. 
Levison enjoyed a several’'weeks’ visit 
overseas. 


AETNA CLUB PARTY 

The members of the New York Aetna 
Club will have a big time on Saturday, 
November 19, when the Club will hold 
a theater party, dinner and dance. 
Festivities will begin at 2.15 with a 
matinee at the Winter Garden. At 6.30 
dinner wilf be served at Healy’s where, 
at 8 o’clock, dancing will begin. A 
full attendance of the club members 
is assured. 





HAVE VIEWS ON BONUS 

The Credit Insurance Union, less 
than a year old, has some positive 
views on the bonus proposition, the be- 
lief of some of the officers being that 
instead of granting bonuses the compa- 
nies issue pass books of the Credit 
Insurance Union. 





The number of fire insurance agen- 
cies which are adding life departments 
is increasing. 








The Fireman’s Fund has 


no affiliations or alliances 


in conflict with or detri- 
mental to the American 


Agency 


System. 


Throughout the entire jur- 


isdiction of the National 


Association of Insurance 





pursues a CONn- 
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New Electrical Cover 
Of General Interest 


FIRE COMPANIES WATCH IT 








How it Affects Dynamo Clapse; Ocean 
A. & G. Actively in Field With 
This Cover 





The debut of electrical machinery 
insurance this month is interesting fire 
as well as casualty underwriters, and 
soon a large number of companies will 
be writing this indemnity. 

At the present time fire companies 
are paying claims due to electrical 
damage by lightning. This electrical 
machinery insurance will cover. One 
claim of the kind that comes to mind 
is where lightning comes in on the wire 
and the dynamo ccils are burned out. 
The claim of the assured here is that 
if his dynamo was “burned out” there 
must have been a fire for which the fire 
company is liable under the fire policy. 
Some companies would fight this. The 
new electrical insurance, defining the 
liability of the casualty companies, 
clears up the situation. 

The Dynamo Clause 

The dynamo clause in the fire poli- 
cies reads as follows: 

Blectrical Exemption or Dynamo 
Clause: If dynamos, exciters, lamps, 
motors, switches or other electrical ap- 
pliances or devices are covered under 
this policy, this company shall not be 
liable for any electrical injury or dis- 
turbance, whether from artificial or nat- 
ural causes, unless fire ensues, and then 
only for such loss or damage to them 
as may be caused by such ensuing fire; 
this limitation to he operative notwith- 
‘standing any provision to the contrary 
in the lightning clause attached. 

Attached to and forming part. of Pol- 
icy No., etc. 

Ocean’s Fire Literature on Subject 

The Ocean Accident & Guarantee is 
now writing electrical insurance and 
has issued a most attractive cir- 
cular on the _ subject. These are 
some of the causes of electri- 
cal machinery break - downs: dirt 
(lack of good housekeeping;) incompe- 
tent man in charge; lack of proper pro- 
tective apparatus; careless and rough 
usage, overloaded, poor design, low 
power factor, wrong voltage, not cor- 
rect type of machine for duty demand- 
ed, poor control system. 

In its circular the Ocean says: 

Purpose. An electrical machine, like 
any other piece of machinery, is sub- 
ject to accidents which may not totally 
destroy it but are certain, at least, to 
necessitate expensive repairs. The pur- 
pose of electrical machinery insurance 
is to indemnify the owner or operator 
for the cost of such damage to the ma- 
chine or to other property of the owner 
or operator, to the property of others 
for which the owner or operator may 
be liable and for his liability for in- 
jury to persons. Use and Occupancy 
Insurance covering loss resulting from 
the suspension of operation because of 
a break-down of an electrical machine 
may also be obtained. 

Policy. The Electrical Machinery 
Policy covers property damage only, 
but may be endorsed to cover personal 
injury, use and occupancy and conse- 
quential loss, just the same as Steam 
Boiler and Engine Policies. Electrical 
machinery insurance may also be pro- 
vided by an endorsement attached to 
an Engine Policy. 

Accident. The “break-lown” insured 
against is the sudden, substantial and 
accidental breaking, burning-out or dis- 
rupting of the machine or any part 
thereof (no matter how caused, even if 
by lightning) providing the break- 
down immediately stops the functions 
of the machine and necessitates repair 


or replacement before its functions can . 


be restored. It is not the intention of 
the contract to cover loss from fire ex- 
cept the damage to a machine from fire 
originating therein nor to cover damage 
to commutators, brushes and electrical 
contacts, or the renewal or repair of 
fuses or of any part of a machine which 
has broken or failed because of dete- 


rioration or weakness of such part pro- 
duced by wear, or loss or damage. to 
bearings resulting from overheating. 

Machine. The term “machine” is in- 
tended to include any piece of electrical 
apparatus specifically described in the 
schedule of the policy, including the 
pulleys and gears, if any, mounted on 
the shaft of the machine. It shall not 
include any mechanism or appliances 
driving or driven by the machine or 
connected to it by any. coupling, belt, 
gear or other means, whether mounted 
with it on a common shaft or bed or 
otherwise, nor any wiring beyond -the 
machine terminals, nor any balance 
wheel. 

Direct Connected Units. Electric 
generators are frequently mounted on 
the main shafts of prime movers, such 
as engines and turbines, and when 
such generators are insured against 
electrical break-down the prime mover 
on which the generator is mounted 
should be insured against mechanical 
break-down so that in the event of an 
accident to any part of the unit there 
will be no difficulty in determining the 
coverage under the policy. 

Inspection Service. While inspection 
service does not form part of the insur- 
ing contract, periodical inspections of 
all insured machines will be made. 
After each inspection a report will be 
sent to the assured showing the result 
of the examination. 

Rates. The kina of information re- 
quired for rating purposes varies with 
the different kinds of machines, and the 
following table indicates for each class 
of machinery the information that the 
Ocean requires before they can submit 
a definite quotation. 

(Here follows rate classifications, of 
which there are ten, nine of which fol- 
low: generators, exciters, motors, rotary 
converters, transforming sets, trans- 
formers, engine, steam turbine, water 
turbine. To knoW the rate there must 
be information about manufacturing, 
capacity, speed and voltage of the ma- 
chines, In case of engines, steam and 
water turbines there is information also 
about steam pressure and diameter of 
wheels.) > 

A Selling Talk 

The Ocean’s engineering department, 
of which Dale F. Reese is superinten- 
dent, has issued literature reading in 
part as follows: 

“What the world needs most today is 
more Power. 

“Power is the cheapest tool. _ It 
makes it possible for one man to do 
the work of countless others. 

“In one state alone, last year, the 
Power generated in the form of Elec- 
trical Energy totaled over 3,500,000,000 
Kilowatt-Hours, equivalent to the labor 
of 10,000,000 men. 

“Where there is great Power there 
is inherent danger. Great Energy de- 
mands great control; perfect control 
is unusual. 

“Daily we see accounts of where 
Power has broken loose and destroyed 
everything about it. Sometimes it is 
a nation or a giddy King; sometimes a 
steam boiler; not infrequently it is an 
Electrical Machine. 
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“The Power in the average plant, 
unchecked, could utterly ruin the ex- 
pensive electrical equipment, causing 
damage to property, suspended produc- 
tion. expensive repairs. 

“For the first time in this country, 
Electrical’ Insurance is being offered 
to the engineering world. 

“Every owner of electrical equipment, 
every Central Station, most office build- 
ings, hotels, department stores, pump- 
ing stations, factories, power plants, 
laundries, refrigerating plants, cold 
storage plants, in fact, wherever elec- 
trical energy is generated, transmitted 
or consumed, there is need of Ocean 
Electrical Insurance. 

“We invite you to investigate it. This 
is your opportunity.” 


P. B. REED WITH PHOENIX 





Axpointed General Adjuster To Super- 
vise Loss Department; Formerly 
Connected With the Home © 





Prentiss B. Reed has been appointed 
by Percival Beresford, United States 
manager of the Phoenix as general ad- 
juster of the company to supervise the 
loss department. He will also have 
charge of the loss work of the Imperial 
of New York and the Columbia of New 
Jersey. The appointment takes effect 
December 1. 

For four years Mr. Reed has been 
associated with the Home, Franklin 
Fire and City of New York as adjuster 
in charge of New York City losses, 
including those handled through the 
loss committee, before which time he 
was manager of the Birmingham office 
of the Southern Adjustment Bureau. 
Earlier in his career he did special 
agency work in a Southern field. In 
the selection of Mr. Reed, who is a 
thoroughly experienced adjuster, Man- 
ager Beresford has in mind still fur- 
ther improving “Phoenix” service to 
agents and brokers. 





William C. O’Neill & Sons, who for 
many years have been located on the 
second floor of 328 Walnut Street, Phil- 
adelphia, on Saturday, November 12, 
moved to more accessible and commo- 
dieus offices at 309 Walnut Street. 
where the entire first floor is occupied, 
after having been newly and modernly 
fitted up. 
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Auto Insurance As 
Seen in Southwest 


GOOD TALK BY R. M. EACOCK 





Sees Many Inconsistencies Which Can 
Be Avoided; Business Can Be 
Placed on Profitable Basis 





R. M. Eacock, the well-known Okla- 
homa City insurance agent, discussed 
the problems of automobile insurance 
in a talk before Oklahoma insurance 
men recently. He made a plea for sane 
underwriting. 

“Until the last year the local agent 
has found it very easy to sell automo. 
bile fire and theft insurance, Everyone 
who could scrape together an amount 
sufficient to make the first payment on 
a car did so, even to the extent of 
mortgaging anything and everything 
but his wife and kids. 

“During the summer of 1908 I be- 
came interested in this new insurance 
coverage. I felt that the possibility 
of this branch of the business would 
produce an opportunity such as had 
not been excelled by any other insur- 
ance coverage, and since then I have 
been a close student of the progress 
made, and the wonderful changes that 
have taken place in the writing of this 
class of business, and the various coy- 
erages afforded. 

Wild Scramble For Volume 

“In 1908 the business was written 
practically altogether by the marine 
companies, and while the fire coverage 
granted then has not materially 
changed the theft coverage has been 
materially changed and extended. All 
the experience of the fire insurance 
companies, as they gradually came in- 
to the market with automobile cover- 
age, was rapidly thrown to the winds, 
and a wild scramble ensued for volume, 
and the almighty dollar. The fire com- 
panies endeavored to outdo the marine 
companies, and the marine companies 
endeavored to outdo the fire companies, 
with the ultimate resylt, that could only 
have been expected, was attained. The 
insuring public was taught the utter 
disregard. of all the precedents and 
principles established after years and 
years of endeavor upon the part of the 
fire insurance companies; unsoun: and 
unsafe underwriting principles were fol- 
lowed to the utter demoralization of the 
automobile fire and theft business. The 
pinnacle was reached, and the straw 
that. broke the camel’s back was in 
evidence when all companies, ove by 
one; consented to the use of the valued 
policy, a. contract that they had s» dili- 
gently fought for years in the ‘ive in 
surance business. 

“When it was finally decided tht this 
business could not. be profitably writ 
ten under this form of contrac! the 
companies then went from one ex remé 
to the other in this field, and adopted 
the use of the three-fourths loss cause, 
a’ clause that had years ago been rele 
gated to the background as an unsafe 
and unfair, and unjust provision, in 
its application to business in this state, 
and its ultimate ‘results, had we con 
tinued to follow its use, would have 
been a condition such as no this 
ing agent would care to encouras¢ 

Attitude of Underwriters 
“] fully understand the agcacies 
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which brought about conditions that 
were wholly responsible for the adop- 
tion of the forms of coverage that I 
have referred to, and that were respon- 
sible for demoralization of business, 
put, on the other hand, I cannot excuse 
the attitude of underwriters who per- 
mitted the adoption of such principles 
as had proven disastrous in all other 
classes of insurance. : 

“jf | were a merchant, doing a busi- 
ness worth several millions, I don’t be- 
lieve that I would permit my salesmen 
to sell my merchandise upon a basis 
which I knew would prove to be ulti- 
mate ruin, based upon my experience 
jn previous selling. 

“The automobile business is today one 
of the most important coverages writ- 
ten. The volume of this business is tre- 
mendous. The automobile will be with 
us always, and it behooves each and 
every agent to see to it that the busi- 
ness is sanely and safely written, that 
the insuring public is taught that auto- 
mobile insurance is not an agency for 
profit, but one that indemnifies only for 
the actual loss sustained. It behooves 
every agent to see to it that the policy- 
holder thoroughly understands exactly 
what his coverage is, and what his 
chances of recovery are, and what the 
recovery will be, in case of loss. 

“we have not been required to sell 
the public; it bought. This class of 
coverage is an absolute essential, and 
a necessity. The public was sold with 
the idea of the necessity because it 
daily had evidence of this necessity. 
The business has now reached the point 
where it is necessary for us to sell the 
prospect, and he is going to continue 
to buy, but it is up to each and every 
agent to see that he buys what you 
want to sell him. Insurance values 
must be watched carefully, and held 
down to a safe and sane basis, Reduc- 
tions in the list price of cars, when 
notice is received by the agent, should 
bring forth the initiative npon his part 
to see that the insurance is propor- 
tionately reduced, so that the policy 
does not cover for an amount where 
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it is greater than it is possible to re- 
place the lost car with a new-one, as 
is so frequently the case. 

“T feel at heart so earnestly the 
necessity of the closest co-operation 
upon the part of automobile insurance 
agents to the principles of ordinary fair- 
ness and right, that the principles of 
insurance may be carried out, that a 
policy may represent only that purpose 
for which it was intended to-wit: To 
indemnify, in case of loss, the assured 
for such actual loss and damage as he 
may sustain, and that it be not made 
an instrument for profit, believing that 
if these principles continue to be ig- 
nored we will ultimately find ourselves 
without sufficient means for carrying 
on our business. 

“It is unnecessary for me to dwell 
upon the fact that a large number of 
companies have already withdrawn 
from the writing of this class of busi- 
ness in the State of Oklahoma, due to 
their excessive loss ratios extending 
over a period of several years, and some 
of these very companies were the ones 
that so readily adopted unsafe and un- 
sound principles that I have heretofore 
referred to. 

“It appears to be the opinion of some 
of the members of the National Auto- 
mobile Underwriters’ Conference that 
the skies are not now so cloudy, and 
that the prospects of the future busi- 
ness, and its experience will be bright- 
er. Just to what extent this feeling 
may extend, and what degree of suc- 
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cess will be attained, depends on how 
closely the automobile companies will 
adhere to the principles as laid down, 
and the experience obtained by their 
own membership in the automobile un- 
derwriters’ conference. They must frst 
expect to tote fair with each other. It 
is useless for us, as local agents, to 
endeavor to any considerable extent 
to raise the morale of the business as 
long as the companies themselves play 
in bad faith with each other, and so 
long as the experience and knowledge 
of the local agent, the actual producer 
of the business, and his special agent, 
is so utterly disregarded in their con- 
ferences. 


2,241,000 New Cars 


“The reports of the National Auto- 
mobile Chamber of Commerce for the 
year 1920, show that there were pro- 
duced during last year, 2,241,000 new 
automobiles, the wholesale value of 
which exceeded $3,800,000,000. Do you 
think that this class of business is one 
that we should permit to be wiped off 
ut the prospect list? 

“It has already been suggested by sev- 
eral underwriters of considerable prom- 
inence that the contingent commission 
would produce considerable more care 
from the local agent in the selection of 
his business. This is a problem with 
which each of you may have to con- 
tend, and it is one which I feel would 
not produce the results that might be 
expected. 


Auto Casualty Problems 

“We are again confronted with some 
serious problems in ‘conjunction with 
the automobile casualty business. We 
have found our collision rates mate- 
rially increased and our liability rates 
advanced from time to time, until we 
now find it almost impossible to write 
full coverage collision, and but a few 
companies that care to accept it. Acci- 
dents cost America in the neighbor- 
hood of two and a quarter billions of 
dollars every year. Nine out of every 
ten could be prevented by ordinary care- 
fulness. There are fifty-four automo- 
bile smash-ups occurring every hour in 
a twenty-four hour day, 75% of which 
happen at a speed.less than fifteen 
miles per hour, and every 108 minutes 
someone is killed in an automobile 
smash-up. There were over five hun- 
dred thousand motor accidents report- 
ed in 1920. 

“The old theory and argument that 
liability insurance and property dam- 
age and collision were necessary only 
in the larger cities are completely out 
of date. Automobile liability insur- 
ance, collision and property damage are 
just as necessary in the small town, 
and for the farmer, as they are for the 
residents of the cities. After you have 
written your prospect for fire and theft, 
you should never let your prospect rest 
until you have sold him liability and 
property damage at least. 

“There are so many side lines to the 
automobile business that are being 
overlooked. by many agents that are 
revenue producers that I want to call 
ycur attention to a few which I am 
sure you will find to be profitable. The 
ever .growing use of motor trucks for 
long, as well as short haul transporta- 
tion, and the establishment of well or- 
ganized motor truck transportation 
companies, which are traveling regular 
and well defined routes, and usually 
upon a fixed schedule, has created a 
growing demand for insurance protec- 
tion on the merchandise shipped in this 
manner for which we have been pro- 
vided with three types of policies; one 
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covering the merchandise of the as- 

‘ sured on his own trucks; one known 
as the truckmen’s form, which is a 
bianket coverage, and also a truckmen’s 
form, under the combined or reporting 
form of coverage. These forms of cov- 
erage are written by a number of com- 
panies, and are known as motor truck 
merchandise floaters, Motor truck con- 
tents insurance can be written cover- 
ing the shipper’s goods in the custody 
of the truck man, under blanket form, 
as well as special trip service. This 
field is practically untouched, and is 
worthy of development. . 

“In closing, may I again appeal to you, 
and the entire membership of this or- 
ganization, the field men and the com- 
panies themselves, to co-operate with 
us, and we with each other, in an en- 
deavor to straighten out the automo- 
bile insurance business, and place it 
upon a basis that it- may be profitably 
written, and that we may compete with 
each other with quality and = service 
along safe and reliable underwriting 
lines, furnishing to the insured public 
a character of protection for which we 
may need offer no apology, a protection 
only: that indemnifies the assured for 
the actual loss they may sustain honest- 
ly, and see to it that none other are 
able to purchase from us insurance 
unless he is worthy and entitled to the 
confidence and respect of the com- 
munity in which he resides; that we 
may thereby eliminate, to a large ex- 
tent, one of the most serious obstacles 
we have to the attainment of our pur- 
pose,” 





WILL ENTER ALL STATES 





Penn Atlantic Underwriters of Pennsyl- 
vania; Service Underwriting Agen- 
cy General Manager 





The Penn Atlantic Underwriters of 
Pennsylvania is an underwriters’ pol- 
icy guaranteed by the Penn Mutual 
Fire Insurance Company of Westches- 
ter, Pa., and the Atlantic Mutual Fire 
Insurance Company of Philadelphia, 
Pa., each participating for an equal 
amount. The Service Underwriting 
Agency, Inc., of New York, is general 
manager of these underwriters for the 
United States and Canada. It will en- 
ter all states that will admit it. 


The Penn Mutual Fire was organized 
in 1867, On December 31, 1920 it had 
assets of $140,758; net surplus of $58,- 
081. 

The Atlantic Mutual Fire Insurance 
Company of Philadelphia commenced 
business September 1, 1905, as the Cot- 
ton Seed Crushers Mutual Assurance 
Company, the title having been changed 
to the above early in 1913. Under one 
class it confines its business to that 
written in -conjunction with the fac- 
tory mutual insurance companies and 
under another class writes a general 
business. On December 31, 1920, this 
company bad assets, $163,480; unearned 
premiums, $105,811; net cash surplus, 
$50,471. 





NEW ZEALAND APPOINTMENTS 

George B. Quinn, who has been with 
the New Zealand since it entered the 
East, has been appointed special agent 
for Eastern New York and New Eng: 
land with headquarters at 71 Kilby 
Street, Boston. He was formerly with 
the Nord-Deutsche in the underwriting 
department. 

H. E, Murphy has been appointed 
special agent for the New Zealand for 
Western New York, Pennsylvania and 
Maryland with headquarters at 328 Wal- 
nut Street, Philadelphia. He served 
with the Michigan Commercial, the Bos- 
ton and the Netherlands for ten years 
in the New England, Middle Western 
and Middle Department Fields. 





RAWLINGS ON AUTO COMMITTEE 

Ralph Rawlings, of the Boston & Old 
Colony, has been selected by the West- 
ern Automobile Underwriters’ Confer- 
ence to represent it on the National 
Rating Committee- and the National 
Forms Committee. 


Mutuals to Meet 
Here December 6-7 


EXPECT A LARGE ATTENDANCE 





Governing Board Met in Utica in 
October; Were Entertained By 
John L. Train 





The annual meeting of the National 
Association of Mutual Casualty Compa- 
nies will be held in New York on 
December 6 and 7, according to an an- 
nouncement by Edmund S. Cogswell, 
general manager of the Association. 
This is one of the most crowded insur- 
anee event weeks of the year. 

It is expected that this meeting will 
be the most largely attended of any 
ever held by 'the Assoeiation. The pro- 
gram is noi yet completed but it prom- 
ises an interesting two-day session. 

The Governing Board of the National 
Association of Mutual Casualty Compa- 
nies held its fall meeting in Utica, N. 
Y., on October 24-25. The members 
were entertained by John L. Train, 
general manager of the Utica Mutual 
Insurance Company. A dinner was 
served at the Yahnandasis Club on 
Monday evening, at which ‘speeches 
were made by President D. DeW. Smyth 
of the Utica Mutual Insurance Com- 
pany, President Fitzsimmons of the 
National Association of Mutual Casu- 
alty: Companies, and several of the di- 
rectors and heads of departments of 
the Utica Mutual Insurance Company. 

Among those present at the meeting 
were President P. W. A. Fitzsimmons, 
president of the Michigan Mutual Lia- 
bility Company, Detroit, Mich.; first 
vice-president, Charles E. Morrison, 
general manager of the Utilities Mu- 
tual Insurance Company, New York: 
second vice-president, J. A. Gunn, presi- 
dent of the Employers Mutual Casualty 
Association, of Des Moines, Ia.; third 
vice-president, P. J. Jacobs, president 
of the Hardware Mutual Casualty Com- 
pany of Stevens Point, Wis.; secretary- 
treasurer, William M. Burch, secretary 
of the Federal Mutual Liability Insur- 
ance Company, Boston, Mass.; J. C. 
Adderly, president. of the’ Integrity Mu- 
tual Casualty Company, Chicago; James 
S. Kemper, president, Lumbermen’s 
Mutual Casualty Company, Chicago: 
G. L. Mallery, vice-president, Security 
Mutual Casualty Company, Chicago: 
George E. Hardy, general manager, Al- 
lied Mutuals Liability Insurance Com- 
pany, New York; John L. Train, gen- 
eral manager, Utica Mutual Insurance 
Company; H. G. Wiberg. chief engineer 
and underwriter, Lumber Mutual Cas- 
ualty Insurance Company of New York: 
Herman L. Ekern, general counsel; 
and Edmurd S. Cogswell, general man 
ager. 





AUTO CONFERENCE TO MEET 

In the hope that the special commit- 
tee of executives has worked out a 
satisfactory solution to the automobile 
underwriting problem the Eastern Con- 
ference will meet today at 2 p. m. to 
consider the committee’s proposals.” ’It 
is rumored that the three-quarters value 
clause will be offered for acceptance 
in Eastern territory as a substitute for 
the contributing value clause which was 
recommended for acceptance and was 
withdrawn twice on account of heavy 
opposition, 
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New York 


BLUE GOOSE PUBLICITY 

W. E. Mallalieu, most loyal gander of 
the New York City Pond of the Blue 
Goose, has appointed James V. Yarn- 
all, insurance editor of the New York 
“Commercial,” a member of the public- 
ity committee of the pond. 

Other members of the committee with 
whom Mr. Yarnall will be associated, 
are E. L. Sullivan, advertising man- 
ager of the Home Insurance Co., chair- 
man; W. W. Mack, editor of the “Week- 
ly Underwriter”;. Hermann G. Leon- 
ard, of the “Journal of Commerce,” 
and Young E. Allison, of the “Insur- 
ance Field.” 
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Quick Moving Job By 
Hartford Companies 


ALL DONE AT THE WEEK END 





Doesn’t Look Like An Office Building; 
More Like a Capitol, With 
Rounded Dome 





Several hundred clerks trudged up 
over \sylum Hill on Monday morning 
of last week, repeating to themselves 
first floor, east wing or third floor, north- 
west wing, for it was the first time they 


had entered the new building of the 
‘Hartford Fire and the Hartford Acci- 
gent and Indemnity Companies. Pos- 
ters had been placed in the various 
rooms of the old building on Trumbull 
\street telling the office force just where 
they were to be located. 

The five large motor trucks which 
were employed to do the moving had 
accomplished much toward getting 
everyone in their new quarters early 
and easily. 

The work of moving the company 
from its former building on Trumbull 
Street to its handsome new structure 
on Asylum Avenue nearly a mile away 
was begun on a Friday afternoon and 
on Saturday at midnight was said to be 
eomplete. It was by far the biggest 
job of this mature ever pulled off in 
Hartford. A special platform was con- 
structed from the doors of the old build- 
ing to the street to bridge the space 
from the main floor across the high 
steps to the trucks. At the new build- 
ing a plank road eighteen feet wide 
was laid across the lawn so that the 
trucks could back up to the special 
exit doors which were used for the pur- 


ose, 
‘ With something like 100 steel desks, 
each averaging about 600 pounds, hun- 
dreds of filing cases cut into sections, 
also about the same weight, and scores 
of desks of all sizes and description, 
practically all of which were moved 
with their contents still in them, to be 
moved one can get an idea of how big 
the job was. Besides this, of course, 
there had been the accumulation of 
ofice records which extended over 
years. 

Police Guard 

The moving of the cashier’s depart- 
ment was a job in itself and was done 
so quietly that not even the clerks 
knew when the securities were trans- 
ferred. A heavy guard was supplied by 
the company and there were several 
men from the city police force present. 

The new building which might well 
be taken for the capitol, with its 
rounded dome and chaste granite front, 
with its classic columns and the lavish 
display of shrubs and trees on the spa- 
cious grounds which lie to the rear, 
looks like anything but an office build- 
ing. A Hartford afternoon paper in 
commenting on the building says: 

“You might take the new building 
Which the Hartford Fire Insurance 
Company and the Hartford Accident 
and Indemnity Company are to occupy 
within a few days, for an art museum 
or a library or a government depart- 
ment, but you would surely never as- 
sume it to be an office building. 
Nevertheless the Hartford Fire Insur- 
ance company is moving into an office 
building which any visitor will admit 
must be one of the finest in the world 
and which is equipped with the latest 
devices for facilitating business proc- 
esses while sacrificing nothing of the 
essential beauty of the building.” 

Two of the old buildings of the Amer- 
ican School for Deaf still stand on the 
Property, one being torn down when 
the property was sold to the Hartford 
Fire. A large building at the east is 
still used by the school and the com- 
Dany as yet has made no decision upon 
its ultimate disposition. A smaller 
building at the west end of the com- 
Dany’s property has been equipped with 
a2 elevator and will be used as a stor- 
age place for paper stock: The entire 
tract of land including the employes’ 


_ Fecreation ground, which is the second 


of its kind to be built by any company 
for its employes—the Travelers field 
also in Hartford being the first,—covers 
twenty acres on this site which is at 
the east end of the “hill” section of 
Hartford. 


For many years President Richard 
M. Bissell and the other officers of the 
Hartford Fire Insurance Company have 
faced the problem of inevitable expan- 
sion of their plant, and perhaps the 
most serious question involved was 
whether to build on a downtown loca- 
tion or move out to the western sec- 
tion of the city towards which Hartford 
business is inevitably tending to move. 
A downtown location would, of course, 
mean a high building of the conven- 
tional type with all the disadvantages 
of congestion in the crowded downtown 
section. To build west of Union station 
would mean that the company’s home 
office building would to some seem to 
be away from the business center of 
Hartford, The comfort and content- 
ment of the Hartford Fire’s employes 
finally decided the question. The Asy- 
lum Hill location, upon which this re- 
markable insurance office building has 
been erected, means that the hundreds 
of clerks and stenographers and other 
employes will be able to work in an 
atmosphere of comparative quiet which 
would be impossible to obtain in the 
business center. Then, too, the possi- 
bility of spacious grounds, with athletic 
fields and a delightful terrace, makes 
for a beauty of environment which is 
seldom found in a modern American 
business establishment. 


Includes Old Reservoir Site 


The building, or rather the plant, 
fronts upon Asylum Avenue and the 
grounds include the site of the old 
reservoir on Garden Street. The main 
building, which faces Asylum Avenue, 
is 350 feet long and was designed to 
embody the best features of Colonial 
architecture. The portico, with its six 
granite monoliths with Ionic capitals, 
relieves the facade of any too great 


severity and makes it a piece of simple 
and impressive beauty. The whole 
thing is set off with the pediment, bear- 
ing the coat of arms of the company 
and the familiar stag, and the entabla- 
ture, upon which is inscribed the name 
of the company. As an architectural 
adornment the building is not surpassed 
in Hartford. 





BLUE GOOSE LUNCH CLUB 





Demand For Formation of One; Propo- 
sition Now Under Consideration 
of Officers 
The success of the Blue Goose in 
New York, Long Island and Northern 
New Jersey has been so pronounced 
that Most Loyal Gander Mallaliea has 
been sounded out relative to the propo- 
sition of having either a daily or weekly 
lunch club. In order that the plan may 
be looked into with the idea of study- 
ing its feasibility a committee has been 
appointed consisting of the following 
well known insurance men: Charles 
P. Banghart, Herbert E. Maxson. C. B 
G. Gaillard, A. R. Thomasson, Edward 
C. Ryan, Pomeroy Lee and F. W. Cal- 
houn, of New York; Walter C Howe, 
Roy A. Vanderhoof, James K. Meldrum, 
Caleb G, Baxter, Clarence E. Titsworth, 
and Vincent P. Wyatt, of Newark; 
Thomas P. Hohlweck, of Jersey City. 





NEW CANADIAN COMPANY 
A new company, to be called the Brit- 
ish Empire Assurance Company, is to 
epply at the next session of the Domin- 
ion Parliament for an act of incorpora- 


tion. It will ask for powers to trans- 
act fire, automobile, hail, explosion, 
burglary, guarantee, plate ‘glass, tor- 


nado, inland transportation and sprink- 
ler leakage. If the proposed name is 
not acceptable—and it certainly clashes 
with a name already adopted—then the 
following alternative names are pro- 
posed: Anglo-Scottish or National 
British. 
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Salesmanship 
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As in any other line, insurance 
salesmanship depends upon integ- 
rity, knowledge of the business, 
personal contact and quality of the 


goods. 


The successful agent knows, and is known by all the 
prominent men in his town; in fact by many he is called 
His reputation for honesty and as an 
authority on the insurance problems of his locality is | 


by his first name. 


established. 


Agents are assured of the “quality of their goods 
when they sell Fidelity-Phenix policies. They know they 
are selling insurance in a strong American company, that 
is able and willing to pay any just claims under those 


policies. 


FIDELITY - PHENIX 


” 


. 








Fire Insurance Company 


Eighty Maiden Lane, 


HENRY EVANS, 
Chairman of the Board. 


New York City 


C. R. STREET, 
President 


Cash Capital, $2,500,000 


Managing Branch Offices: 
Chicago, 


Montreal, San Francis cd 
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FRIENDS ARE BEHIND HIM 











Thomas B. Donaldson, insurance 
commissioner of Pennsylvania, is not 
in the dark as to what insurance men 
think of his arrest which was the re- 
sult of his valiant battle to stop fraudu- 
dent losses and peculiar adjustments 








THOMAS DONALDSON 


of those losses and over-payment of 
other losses in Philadelphia. Many 
messages of good will are being re- 
ceived by him. At the Globe Indem- 
nity convention in Newark last week 
the following wire was prepared and 
“The officers and agents 
of the Globe Indemnity Company in 
session assembled send greetings. We 
thank you for the stand you have taken 
to make Philadelphia safe for insur- 
ance. We are behind you and wish 
you God speed.” ‘ 


BEST COVERS IN INSURANCE 

The illustrated cover pages on the 
front page of “The Prudential Weekly 
Record” are superior to anything of 
the kind issued in the insurance busi- 
ness. Generally, they constitute a 
striking picture which tells a sales 
story with a punch and unmistakably. 





WHAT’S IN A NAME? 

What's in a name? Insurance agents 
contend that there is an awful lot in 
collision and property damage. They 
contend, in arguments presented to the 
writer, that there is too much in these 
two names. Quite a few agents in the 
East have complained to your corres- 
pondent that property damage and col- 
lision are both confusing and mislead- 
fing to the policyholder. 


Of course, the question arises to the 
reader—why don’t they properly sell 
the assured?. That is the question the 
writer propounded to these agents. 
Here is their come-back: 


“Frequently an assured who has had 
his car damaged in a collision, will 
call up to make a claim for a loss under 
property damage insurance. The same 
thing applies to collision insurance 
when the policyholder damages another 
man’s car. 

“You can talk your head off to the 
policyholder; you can dissect property 
damage, show him just what collision 
is. But it makes no difference. The 
names are confusing and to save your 
life you can’t get the assured to get the 
provisions of these two coverages prop- 
erly fixed in his mind.” 

Are property damage and collision 
misleading? Should the names of these 
two coverages be changed? What say 


you? 
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C. F. Low Discusses 
Soul of a Corporation 


SOUTHERN MAN’S SWAN SONG 





Explains Ideals of Liverpool & London 
& Globe; The Joy of Doing One's 
Work Well 





Clarence F. Low’s talk before agents 
of the Globe Indemnity at Newark last 
week was regarded as his valedictory. 
After a service of unusual length as 
Southern manager at New Orleans he 
is to be retired shortly on pension. A 
lofty strain of idealism permeated his 
address, which was largely an interpre- 
tation of the soul of a corporation, the 
significance of representing it and the 
importance of a correct understanding 
of such representation. He said in 
part: 

“I have reached a stage of life when, 
however fervent my zeal may be to 
serve the Company I love so well, that 
I must soon expect our general man- 
ager to tell me that my desire to serve 
could be best realized by stepping aside, 
in order that younger hands and heads 
and hearts may carry forward the work 
that I have loved so well, and that has 
filled my life and heart. 

“Therefore, I shall use this occasion 
to preach the Gospel of our Company, 
trusting it may inspire others to real- 
ize their privileges and possibilities in 
carrying on the work of our official 
family. 

“It has long been my course, that has 
joined pleasure with duty, to preach 
this Gospel to new members as they 
entered my branch of our official family. 
To our special agents and local agents 
and to those more intimately related 
to me officially, I have tried to point 
out their privileges and high duty, and 
to infect them with the faith that comes 
from a realization of what our Com- 


pany is, and what it means in the world, . 


and what it should mean in their indi- 





vidual lives, for a corporation has a 
meaning that can be translated into 
the highest message. 


A Corporation’s Soul 

“It has often been said that a cor- 
poration is soulless. I spurn the slan- 
der. Every corporation is soulful, for 
it is made up of a congery of souls. It 
has indeed, an over-soul, and never can 
it have less than a soul. It is made up 
of individuals, each of which has a soul. 
The addition made adds more of soul 
but can never make less of soul. Let 
no man think that he can deceive him- 
self with the thought that he can enter 
the chambers of a corporation and lay 
down any of the obligations that his 
soul imposes upon him as an individual. 

“Yes, a corporation has a soul, an 
ideal, and the warm impulses with 
which one may leave his individual 
home, with the caresses of his wife 
fresh upon his heart, and the memory 
of the sweet faces of his children beam- 
ing still before his eyes, and the sense 
of obligation and privilege that have 
been inspired and built up by these 
dear intimate life relations, need never, 
should never, be doffed nor lessened nor 
be forgotten, when one enters into as- 
sociation with others to perform his 
blessed labor in the vineyard where he 
is permitted to render service with his 
fellow servants, however diligent as 
‘business getters’ they may be. 

“I have, therefore, said to those com- 
ing to our banner, that they could feel 
the joy of knowing every night, as they 
laid their heads upon their pillows to 
win sweet repose and refreshment for 
the privileges of the morrow, that they 
could be assured that our Company 
would never ask them to compromise 
ought of obligations nor sear their con- 
sciences in serving ‘Business,’ so much 
maligned, and that, indeed, they would 
be expected to act in accordance with 
their best ideals. In that way they 
could best serve the Company. Thus 
they would be more efficient, and to 
remember, ‘to thine own self be true, 
and it must follow, as the night the day, 
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thou canst not then be false to any 
man.’ 

“Renewing then these assurances 
after many years, I reaffirm with more 
quickened spirit and with warmer feel- 
ing, these certainties that come from 
following the ideals set by our Com- 
pany 

“Reflect then how great a debt we 
owe to our Company for these dear as- 
surances. Such a condition does not 
occur accidentally. ‘As the fountain is, 
so is the stream’; and, if you follow 
the ramifications of the stream that 
flows from our Home Office, you will 
always find that there honor dwells. 

The Bright Honor 

“In impressing upon others this 
bright honor that ever flows to our 
associates throughout the world, I have 
called to their attention that any con- 
nection with our Company is the sign 
manual of honor. If one ‘Travel abroad 
strange countries for to see,’ or if he 
work among his fellows in daily tasks, 
and the inquiry is made, What business 
are you in? with what tingling pride 
within his heart he says: ‘I am with 
The Liverpool and London and Globe. 
Then how quickly comes some expres- 
sion of recognition of the high charac- 
ter, the high ideals, of our Company. 
Whether in a church or sleeping car; 
in a home or in a mart; it becomes 
known that we are part of the honor- 
able family of our good Company, we 
feel that we are accorded a recognition 
that is gladdening, because it is known 
that a Liverpool and London and Globe 
inan is a worthy man. If in a strange 
town or city one seeks the representa- 
tive of our Company he finds there a 
man recognized in his community as a 
worthy man. Now, why is this? It is 
because our Company has a soul. It is 
because our Company has a high ideal, 
that others recognize as worthy. 

“Then keep ever fresh and bright 
your pride in serving such a Company: 
in feeling its ideals borne in upon you, 
and lifting you day and night. 

“Be inspired then to lift your soul 
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The Super-Service Companies 


to the height of our Company’s over. 
soul. Exalt its ideals. Remember, the 
brighter shines the star of your ideal 
of our Company, the better man you 
are in every relation of life. 

“Yes, exalt this ideal! Lift up your 
soul and draw others with you! Prowp. 
ing inspiringly said: ‘Let your reach 
be beyond your grasp.’ So shouli it be, 
and he who reaches but a little way 
does not progress, or if he reaches only 
so far as he can grasp, slow will he be 
in achievement. 

“Light your star at the ideal of oyr 
Company, and one of the rewards shall 
be that ‘through the web and wiarp of 
life there will run a thread of gold, 
and it shall shine most fair where’re 
are sombre colors.’ 

“Therefore, on the heights and in the 
valleys, loyal service to our Company 
will mean richer lives, nobler purposes, 
sweeter contemplations. 

“Now, then, the Globe Indemnity, 
that we celebrate today, is the inheritor 
from its mother of ideals which will ip. 
spire its members, along with those of 
the Parent staff, to be proud and glad 
in carrying the banner that has been 
put into your hands.” 





DOMINGE TO TALK 

Charles C. Dominge, manager of the 
Great American Insurance Co. of N. Y, 
will lecture before the Employes’ Asso- 
ciation of the Springfield Fire & Ma- 
rine Insurance Company at Springfield, 
Mass., on the evening of November 18. 
His topic will be “Underwriting in the 
Largest City of the World.” Mr. 
Dominge is also scheduled to give four 
lectures on building construction before 
the Insurance Institute of America. 





Cc. F. WILSON RESIGNS 
Charles F. Wilson has resigned as 
chairman of the finance committee of 
the National Association of Insurance 
Agents, after rendering valuable serv- 
ice, and he is succeeded by Glenn H. 
Johnson, of Syracuse, N. Y., one of the 

most prominent agents up-state. 





— 
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Unusual Law Points 
In Insurance Suit 


FIRE COMPANY LOSES ITS CASE 





Can't Revoke Voluntary But Mistaken 
"Payment, Where There is No 
Mistake in Fact 





Interesting and unusual points of law 
are involved in a suit brought by the 
Insurance Company of North America 
against an assured,.named Berkowitz 


in an attempt to rec money paid, 

as allezed, by erighh inadvertence. 

The court ruled ft the plaintiff 

jnsurance compan Wecision fol- 
‘a2 #) Ge 


lows: 


The .omplaint alleges"fer a first cause 
of action that the, i insurance 
company heretofore d its policy 
of insurance to ‘wherein it 

: TAA ‘ 
agreed to insure d for a period 
of one year from} r 17, 1918, 


against loss of mer¢bandige sustained 
by defendant from 


chandise was del 
tody of a common ‘e ntil delivery 
by a common ¢c destination. 
That while the poly “w &*in force the 
defendant asserted a Claim of $1,884.80 
by reason of an allégéd’T6s8 in transit 
of certain merchandisé,! thd defendant 
representing rd meagre had 
been delivered t tfuékman in the 
City of New York) t@r #fAnsportation 
and delivery to Seanss;Raebuck & Co. 
That the plaintiff subsequently through 
mistake paid such j 

It is further alleg the property 
was not in fact deliy "#6 the truck- 
man as claimed by dant nor to 
any other commofi''cariiier; that de- 
fendant’s claim in thiseréspect was in- 
correct and that th@*Tos#®was not due 
to any of the risks*insured*against un- 
der the policy. Pigay lso alleges 
that at no time w ble to the 
defendant for the payment'®f any sum 
whatever and thatithe aid payment 
was without consideration and was 
made solely by inadwertenee, error. and 
mistake, and that jt) hag,jimformed de- 


fendant of such mistake aed demanded 

repayment, but that. def nt has re- 

fused to repay the sum, #1 tofore paid 
0 


tohim by plaintiff. r second cause 
of action the plai 


es the re- 
ceipt by defendant) Wa from plain- 
tiff of the sum of $ \' #he property 
of plaintiff, which iglenaan prom- 
ised and agreed to Aan has failed 
and neglected to Pa answer 
admits the issuan 
insurance, the cla 
ant, the payment 


refusal of defendan 
upon demand. The 












agitried with- 


out a jury. 4 Way 
At the conclusion ff’s case.a 
motion was made to'di the com- 


plaint, upon which motion decision was 
The defendamweintroduced 
no evidence. After the trial the plain- 





tif moved to ame mplaint so 
as to conform to in the fol- 
lowing respects: (1) By eliminating 
therefrom the allegation tWA&t the de- 





fendant claimed or 
had delivered the x 
tion to a truckmi} 
to Sears, Roebuck | 
to the second cau 

tion that the $1,88 












fendant from pla been re- 
teived by the def le. plain- 
tiffs use. Both o 





are allowed. By t 
first amendment practi 
question of fact 
resentation ‘by 
charged. Under th 
that defendant asse 

Dolicy, that he 

facts known, b 
that plaintiff, with) 
these facts, 














te such mer- . 
7 0 the- cus- 


ant’s claim. In my opinion this closed 
the transaction. Money paid under 
mistake may be recovered in an action 
for money had and received. The mis- 
take, however, must be one of fact and 
not of law. 

The plaintiff here, with full knowl- 
edge of the facts, with the liberty of 
exercising its will, and without any co- 
ercion, compulsion or misrepresentation 
on the part of defendant, made the pay- 
ment. No fact that really existed was 
unknown to plaintiff, nor was there any 
fact supposed to exist which really did 
not. Even though it was found that 
plaintiff erroneously believed or con- 
cluded it was liable, the situation would 
not be changed. The money given to 
defendant is his and he has a right to 
retain it. The principle is that where 
money has been paid in consequence 
of a.demand as of right, then, even 
though the demand was unfounded, the 
payment cannot be recovered back. 

As was said in Redmond v. Mayer 
(125 N. Y., 632, at p. 636): “The long 
established and well recognized rule 
on the subject of voluntary payments 
is that, when made with knowledge of 
the facts and not induced by fraud of 
the other party, they are beyond recall 
in law” (citing cases). And as was 
said in Payne v. Witherbee-Sherman 
Co. (202 N..Y., 572, at page 576): “The 
payment was voluntary and cannot be 
recovered by defendant unless made 
under a misapprehension or mistake of 
fact. The courts do not undertake to 
release parties of the risks of their acts 
fairly done on a full knowledge of the 
facts, nor upon mistakes of ‘the law. 
The doctrine is well settled in this coun- 
try that a voluntary payment, where 
there is no mistake of fact, although 
made under a mistake, cannot be re- 
voked.” The complaint is dismissed. 





BROKERS’ STATUS 





Should Be Paid By Assured, Not By 
Company, Says P. J. Mosen- 
thal 





_ Philip J. Mosenthal, president of H. 
Mosenthal & Son, Inc., New York, dis- 
cussed the functions of brokerage serv- 
ice in a talk recently made before the 
Insurance Society of New York. Some 
points he made of more than ordinary 
interest follow: 

“In much of. our work we are no 
longer business men alone. We are 
not yet entitled to be recognized as a 
profession. We lack schooling in the 
special application of the sciences of 
law and engineering which we must 
know to do our work. Our knowledge 
goes no further than our experience. 
We must learn to advise our clients 
with better judgment and greater in- 
sight into the needs of industry. I 
have heard in recent years with in- 
creasing frequency reference to ‘selling’ 
a given form of insurance. The term 
often implies that a client has been re- 
luctant to pay for insuring the given 
risk, but has yielded to strong urging. 
We brokers should think of ourselves 
as selling service, not policies. We 
must be ready to advise a client when 
not to insure. 

“Weare in an anomalous, almost an 
undignified position. We are middle- 
men, employed by one side and paid 
by the.other. We should be paid by the 
principal whose agent we are, not by 
the company. 

“Our businéss would perhaps lose in 
profit, but would surely gain a higher 
place in public esteem. The objections 
to this great change in the established 
order are manifest; from the point of 
view of; my own immediate interest 
they are insuperable. Few of you are 
likely to see this principle applied in 


practice. It will certainly not come 
in my 2. I can therefore, with great 
freedom of spirit, leave it to the judg- 


ment of another generation. ‘ 

“There would certainly be fewer 
brokers, but they would be better worth 
employing. There might even arise 
among us that much hoped for person- 
ality, the real ‘insurance engineer.’ 

“Meanwhile let us never forget this: 
it is our mission as middlemen to bring 


3 
be Bis 





about a meeting of minds between prin- 
cipals; to promote understanding be- 
tween them; to treat both fairly and 
to be friends with both. This friend- 
ship with the companies, this common 
interest which binds them and us, 
Means that we must earn the compen- 
sation they pay us by observing the 
terms of our contract with them. It 
may even imply that we may help them 
preserve a righteous agreement made 
among themselves. We must uphold 
those whose strong faith to each other 
promises right treatment to the inter- 
est we represent. We musi refrain 
from tempting those of weaker faith.” 





The local association at Lawrence, 
Mass., has joined the National Associa- 
tion of Insurance Agents. 


U. S. LLOYDS DOUBLES CAPITAL 

The United States Lloyds, repre- 
sented by Appleton & Cox, has in- 
creased its capital from $400,000 to 
$800,000 and the increase has been offi- 
cially approved by the Insurance De- 
partment. The intention of the com- 
pany to double its capitalization was 
announced several months ago. Start- 
ed in 1872 as a Lloyd’s organization 
with one hundred original subscribers, 
the marine office was re-organized as a 
stock company in 1918 with a capital 
of $400,000. Its progress and prestige 
have increased to the point where fur- 
ther expansion is necessary. 





The First Re-Insurance Company of 
Hartford is now licensed to re-insure 
all kinds of risks in Massachusetts. 
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OF NEW JERSEY 
TRENTON, N. J. 


1921 
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623,839.01 


W. M. CROZER, Secretary 

















| 100 Willtam Street 


| SCHAEFER & SHEVLIN 


GENERAL AGENTS 
FIRE and AUTOMOBILE INSURANCB 
| Excellent Facilities for Handling Suburban Business 


Rew ‘erk. ¥. ¥ 


Phones John 1167, lids 

















43 Cedar St., 
New York City 


Atlas Assurance Co. 





Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD INSURANCE AGENCY 


Agricultural Ins. Co. of Watertown Nationale of Paris 
Rhode Island Insurance Co, 


40 Clinton St., 
Newark, N. J. 


Fireman’s Fund 
Home Fire & Marine 




















FRANK B. MARTIN, Asst. Manager. 






THE YORKSHIRE 
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Opposes Government 
Entering Insurance 


CHAMBER OF COMMERCE ACTS 





Adopts Resolution. Condemning Senate 
Bill to Permit Gov’t to Insure 
Maritime Workers 





The Chamber of Commerce of the 
State of New York has declared itself 
as definitely opposed to ideas of the 
Government entering into the business 
of compulsory insurance for maritime 
workers as proposed in a bill now be- 
fore the United States Senate. Rea- 
sons why the insuring of seamen under 
compensation policies can be more effi- 
ciently, economically, and, satisfactorily 
administered by private insurance com- 
panies are embodied in a report passed 
last week by the Chamber, parts of 
which follow: 

“Your committees are not opposed to 
the general social policy of workmen’s 
compensation, nor do they see any good 
reason for excluding maritime workers. 
They are, however, opposed, in har- 
mony with action taken by this cham- 
ber upon several occasions, to the Fed- 


eral Government engaging in business. . 


Government ownership and Govern- 
ment operation of business enterprises 
has been found uneconomical, imprac- 
ticable and inconsistent with American 
institutions. This is especially so in 
Federal affairs. ‘ 


“The United States Government 
should not undertake the insurance 
business, as is proposed in Bill S. 746, 
which has been introduced in the Unit- 
ed States Senate to provide compensa- 
tion for seamen injured and the de- 
pendents of seamen killed in the course 
of employment. The measure provides 
for a United States Employers’ Com- 
pensation Commission to administer 
the proposed act, and a Federal Sea- 
men’s Compensation Fund in the Unit- 
ed States Treasury which shall be 
maintained for the purpose of securing 
the payment and furnishing of the com- 
pensation provided in the bill. 


“The benefits provided by the bill 
are in many respects similar to those 
provided in the New York law. In the 
absence of definite knowledge as to how 
the wages paid to seamen compare with 
those paid in New York industrial en- 
terprises an exact estimate is not feasi- 
ble. Assuming the same relative wage 
distribution as at present prevailing 
among industries in the State of New 
York it would appear that the benefits 
provided by the Dill are about 25% 
more costly than those provided 
under the New York Workmen’s Com- 
pensation Act. However, the cost of 
insurance would not necessarily be 25% 
higher. This, of course, would depend 
upon the method of insurance provided. 

“The members of this chamber know 
the blighting influences of Government 
ownership. In both State and Federal 
affairs it has been completely demon- 
strated that the Government cannot 
carry on business more economically 
or more efficiently than its citizens. 
Deficits, owing to unbusinesslike book- 
keeping are not always revealed, but 
are in any event met by taxation of 
the general public. Thus, the real 
losses from Government enterprises are 
not fully appreciated. In the case of 
social insurance the employers pay 
more for the same service or less for 
unsatisfactory service than they would 
pay private insurers. 

“The exclusive State insurance fund 
is undesirable and unnecessary. Unde- 
sirable, because it represents encroach- 
ment on the part of the Government in 
a field which can be effectively devel- 
oped through private enterprises. It is 
unnecessary, because private insurance 
has developed the technical skill and 
the capital wherewith to furnish any 
and all forms of insurance protection 
which may be required by individuals 
or by collective business. 

“The following resolutions 
adopted: 

“Resolved, That the Chamber of Corw- 


were 


Tells Agents About 
Sprinklered Risks 


TANKS SHOULD BE INSPECTED 


R. E. Brown, of Fire Exchange, Gives 
Pertinent Facts Agents Should 
Know When Visiting Property 








Facts to be noted by agents in their 
inspections of sprinklered risks were 
brought out by R. E. Brown of the engi- 
neering department of the New York 
Fire Insurance Exchange in a talk be- 
fore the New Jersey Special Agents’ 
Association at the monthly meeting 
Monday in Newark. The protection 
which a sprinkler system provides is 
dependent not only upon its proper in- 
stallation but also upon the care with 
which the tanks, feed pipes, and sprink- 
ler heads are periodically inspected in 
order that if a fire breaks out that the 
system will operate effectually imme- 
diately and not after the fire has gained 
such headway that many sprinklers are 
opened with resultant heavy fire and 
water damage to the property insured. 

It is a common thought among fire 
insurance agents, Mr. Brown said, and 
a mistaken one, that large volumes of 
water in gravity tanks guarantee excel- 
lent sprinkler protection in buildings 
where such systems are installed. Em- 
phasis should be laid on pressure be- 
hind the flow of water rather than on 
the amount itself because on the aver- 
age not more than 800 gallons are re- 
quired to extinguish a blaze. 

For water to be carried with the ut- 
most speed to an open sprinkler the 
air pressure tank, with its limited ca- 
pacity, holds many advantages over the 
larger gravity tank. Elevation deter- 
mines pressure, not volume, Mr. Brown 
stated for the benefit of those agents 
whose knowledge of fire insurance rates 
and forms exceeds that of hydraulics, 
and in factories, warehouses or loft 
buildings where the gravity tank is the 
sole source of supply for the sprinkler 
system it is absolutely essential that 
the tank be situated at least twenty or 
thirty feet above the highest rows of 
sprinklers. Immense tanks constructed 
on or just above roof levels afford far 
less protection than the others and such 
defects often pass unnoticed in a casual 
inspection of a building by one who 
bases his estimate solely upon the out- 
ward appearance of the sprinkler sys- 
tem as spreading throughout the inte- 
rior of the building. Pressure derived 
from street water mains or from pres- 
sure tanks most effectually measure the 
sprinkler protections. This is a point 
upon which Mr. Brown laid special em- 
phasis. 

Facts About Sprinklers 


Mr. Brown quoted some interesting 
figures presenting graphically and in 
a forceful manner facts about sprinkler 
systems. Between two and three sprink- 
ler heads are needed on the average to 
extinguish a fire. Over 92% of fires in 
sprinklered risks are put out by water 
derived from the primary source of 
supply, that is the first tank sending 
water through the pipes, Many risks 
are equipped with two, one a pressure 
tank and other a gravity tank. Never- 
theless both are essential in order that 
the property may not be rerated as un- 
sprinklered while one tank is under- 
going repairs or alterations. 


Over a certain period on sprinklered 








merce of the State of New York is 
opposed to Federal legislation as con- 
templated in Bill S. 74€, which commits 
the United States Government to un- 
dertaking the business of compulsory 
insurance; and, be it 

“Resolved, That the committee on 
the harbor and shipping and the com- 
mittee on insurance be authorized to 
appear at hearings and other meetings 
that may be held' upon proposed legis’a- 
tion of this character to oppose sv:th 
measures for the reasons set forth in 
this report.” 


risk properties 69% of the fires were 
extinguished by one or more sprinkler 
heads; the remaining 31% were put out 
by the use of pails, hand extinguishers 
and other means; 43% of the fires were 
put out with the use of only one sprink- 
ler; over 50% of the fires occurred at 
night, and over 75% of them started 
between the ground floor and the sixth 
floor. 

Mr. Brown then touched upon the 
subject of water meters installed to 
measure the volume passing through 
sprinkler systems and for which in- 
sureds are charged. This principle is 
unfair, according to the speaker, be- 
cause it requires a property-owner to 
pay for an essential service which is 
afforded absolutely free to the public 
generally by fire departments. Not 
many years ago the use of water in 
sprinkler systems for fire protection 
was unrestricted. Then, said Mr. 
Brown, Exchange Boards and Bureaus 
were startled by the charge of a certain 
city in New Jersey that water was be- 
ing diverted for private purposes from 
sprinklers by occupants of the property 
and to stop this alleged purloining the 
installation of meters should be required 
as a checking method. Edicts followed 
in post-haste from places in New Jer- 
sey and New York compelling the use 
of water meters. 

Had local authorities investigated 
further into the question they might 
have found that the alarm systems 
which operate automatically with the 
flow of water through the sprinklers 


would have limited well the private use 


of water. 

As support for water meters spread 
a struggle ensued to ascertain what 
type of meter would be accepted as 
satisfactory. The Exchange, declared 
Mr. Brown, sought the adoption of a 
meter readily permitting the rapid flow 
of a large quantity of water through its 
registering parts while local officials 
were particularly insistent that meters 
should record even a minute movement 
of water. Mr. Brown gave it as his 
view that the rotary form of meter has 
distinct advantages over the disc type 
which is in danger of crumbling if sev- 
eral sprinklers operating over a big 
fire draw through the meter a terrific 
volume of water. Collapse of the meter 
means clogging of the pipes and un- 
hindered spread of the fire. The rotary 
meter offers little retardation to water, 
likewise measures accurately the flow 
and does not detract from the efii- 
ciency of the fire protection system. 





NO REGULATION INTERFERENCE 


. Provincial insurance superintendents 
of Canada have taken a position against 
any action to have Dominion control 
of insurance agency licenses. Bach 
superintendent wants control of agency 
regulation himself. 
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GUARDING THE MAILs 


United Statés Marines are guarding 
post office tértiitals and wagotis and 
riding on trains to protect the mails 
from bandits This step together with 
the suspension of officials of the New 
York post office indicates the strong 
line to be followed by Postmaster Gen- 
eral Hays t0 check the long list of rob- 
beries. 

The officials siispended by Mr. Hays 
are Elijah M. Mortis, superintendent of 
mails; Henry Lippman, superintendent 
of Registry, atid Walter S. Mayer, super- 
intendent of tionéy orders. 

Mr. Hays Gfiticized the recent big New 
York robbery 48 &fi “absolute derelic- 
tion of duty. For the twelve months 
ending Apfil 9, 1921, a total of $6,300, 
000 had bé@éh stolen from the mails, 
and in we fl months’ period up to 
October 9, 1981, & total of $318,869, 
an improvémétt of more than 1000% 
per annum. 6fi Game the New York 
robbery whith éotild have be: 
vented. 
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National Fire Insurance Company — 


OF HARTFORD, CONN, 


Statement January 1, 1921, to New York 
LIABILITIES 
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eal ae eee vesbsibacaccee 15,754,759.88 
Unsettled Losses and Other Ciaims pc cdesesccses obebesedseeeaas 3,251,740.70 
» Net Surplus over Capital and Liabilities.......... bebe bd abbebee 6,104,998.40 
Total Assets eer 1, 1921. voccsese'cst i LDAMALL, 498.98 
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SURPLUS TO POLICYHOLDERS. 04144444 $8,604,998.10 
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How the 1921 Hague Rules 
Aid Marine Underwriting 





By JAMES P. RUDOLF, Underwriter, Standard Marine 
Insurance Company, Liverpool 
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James P. Rudolf, head marine under- 
writer of the Standard Marine at the 
home office in Liverpool, and Chairman 
of the Council of the Liverpool Chamber 
of Commerce, has for many years taken 
an active interest in the question of reg- 
wlating ‘ 
parties under a contract of carriage by 
sea. Lie attended the conference at The 
Hague in September and has since been 
instrumental im gaining approval to The 
Hague Rules from commercial organisza- 
tions throughout England. His views re- 
flect the British attitude toward the rules 
and his explanations of the regulations 
constituting the rules, taken from an ad- 
dress delivered at a meeting of the Asso- 
ciation of British Chambers of Commerce 
held in Sheffield, throw some more light 
on the problem which holds the interest 
of every underwriter here. 

The Eastern Underwriter is endeavor- 
ing to publish, as fully as possible, reasons 
for and against The Hague Rules because 
some underwriters here claim that they 
are not wholly aware of the Rules’ scope 
and have not been well informed of the 
attitudes taken by foreign underwriters 
toward the adoption voluntarily by steam- 
ship owners of these reformations in 
bills of lading.—Editor’s note. 


The Dominions Royal Commission in- 
vestigated the question of clauses in 
bills of lading in the year 1917, and 
brought in a report advocating legisla- 
tion on the lines of the Harier Act of 
the United States. In 1920 at a meeting 
in Glasgow of the Association of Brit- 
ish Chambers of Commerce, there was 
moved and unanimously adopted a reso- 
lution again calling attention to the 
position, and it is satisfactory to know 
that the resolution was one of the fac- 
tors which led to an inquiry being held 
by the Imperial Shipping Committee 
as mentioned in the preamble to their 
report. That committee again recom- 
mended legislation, but suggested that 
it should be based on the Water Car- 
riage of Guods Act, 1910, of Canada, a 
somewhat improved Harter Act. The 
finding of the Imperial Shipping Com- 
mittee came before the Empire Confer- 
ence which met in London this year 
and the report was unanimously ap- 
proved. 

Legislation Considered Impossible 

Two points emerged at a very early 
Stage of the conference. The first was 
that if it were possible to agree upon 
tules to govern a coutract of carriage 
by sea, but these rules were to be sub- 
ject to enforcement by legislative en- 
actment, the Conference would prove 
abortive, as the carriers were deter- 
Mined in their opposition to anything 
in the nature of legislation. The sec- 
ond point was that it had to be admit- 
ted that the evidence submitted estab- 
lished the fact that the so-called “freé- 
dom of contract” between the parties 
to a contract’ of carriage by sea, was a 
purely illusory term, and that so far as 
concerned shippers in general, they had 
to submit to amy terms of carriage 
Which the carriers saw fit to impose on 
them. In other words, the bill of lading 
4 issued could be aptly described as a 
contract of irresponsibility on the part 

€ carrier, 


Having reached common ground on 

€ two points we were in a position 

to proceed with the discussion as to 

w far the parties could come to fur- 
agreement. 

The salient features of the Rules are 


the responsibilities of various. 


as follows—lIn the first place by Art. 3, 
paragraph 1, the carrier must, among 
other things, exercise due diligence to 
make the ship seaworthy, and to prop- 
erly man and supply the ship. Provi- 
sions are also made for the manner 
‘and circumstances in which bills of lad- 
ing are to be issued, and further in 
Article 4 certain responsibilities gener- 
ally relating to questions of navigation 
and management of the ship are speci- 
fically stated as being outside the range 
of the carrier’s liability. From the 
cargo owner’s point of view, however,— 
and when I use the expression “cargo 
owners” I wish it to be understood that 
it includes not only cargo owners but 
also bankers and underwriters, in fact 
all who are interested in the carriage 
of cargo, other than the actual carriers 
—the most important provision in the 
Rules is that, subject to a certain maxi- 
mum liability, to which I will refer 
later, the carrier is liable to cargo own- 
ers for loss or damage arising through 
the failure of the carrier to provide 
for the proper and careful handling, 
loading, stowage, carriage, custody, 
care and unloading of the goods carried, 
and any clause in the bill of lading re- 
lieving_or lessening the liability of the 
carrier in this respect is null and void. 

Carriers Oppose Higher Maximum 

At the Conference we endeavored to 
secure a higher maximum value, but 
this was opposed by the carriers, in 
addition to which representatives of 
cargo owners from other countries were 
not in favor of making the maximum 
liability mere than £100. 

Of course I know that in some bills 
of lading today in the case of goods 
carried upon well defined routes, in- 
volving high values, the carriers liabil- 
ity is placed at £200, but I would re- 
mind those who may think that by sub- 
stituting £100 in the rules for a pres- 
ent value of £200 they may be conced- 
ing something material, that in the bills 
of lading where the £200 is inserted 
the liability on the part of the carrier 
was not absolute, but in most cases the 
measure of responsibility was practic- 
ally destroyed by clauses in the bill of 
lading overriding the same. 

By the Rules now under discussion 
it will not be possible for the carrier 
in the event of liability being estab- 
lished, to escape the measure of dam- 
ages which flow from his default up to 
the maximum named in the Rules. I 
will also say that in some instances 
where a limit of pecuniary liability was 
inserted in the bill of lading, and a 
loss occurred for which the carrier was 
liable, the cargo owners claim was lim- 
ited to the proportion which the lim- 
ited liability in the bill of lading bore 
to the actual value of the package. I 
would also mention that in certain bills 
of lading which had a maximum value 
of £200 inserted therein, if the package 
exceeded that value and the value hai 
not been declared, the carrier declined 
to have anything to do with the claim, 
and the unfortunate shipper could not 
even get the benefit of the maximum 
named in the bill of lading. 

In the circumstances I hope you will 
agree that what has been secured by 
the Rules gives a very much greater 
measure of protection to the cargo own- 
ers than what they have been in the 
habit of receiving. 

I would add that the carrier’s liability 
‘for the full value of any package of a 
value in excess of £100 may be se- 
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cured, provided the nature and value of 
the goods are declared to the carrier 
before shipment is made. 


Burden of Proof on Carriers 

Now as regards the system in connec- 
tion with establishing the liability of 
the carrier in the event of loss or dam- 
age, you will see that this is provided 
for in Art. 3, paragraph 6. Those of us 
who were at the Conference were fully 
alive to the very great difficulty, in fact 
almost impossibility, of ascertaining in 
most cases whether loss or damage had 
eccurred before the removal of the 
goods from the quay. Under the 
terms of existing bills of lading some- 
times claims have had to be made with- 
in twenty-four hours or sometimes seven 
days, and cther varying periods, in addi- 
tion to which an important feature was 
that if the claims were not made within 
the stated times they were absolutely 
barred.- By the clause in the rules, 
however, the right to claim is not lost 
but the fact of delivery of the goods 
having been accepted without notice of 
anticipated claim is “prima facie” evi- 
dence that the goods have been deliv- 
ered by the carrier in the condition in 
which he received them. 

As regards the application of the 
Rules, you will observe by Art. 1, that 
certain classes of goods are excluded 
from the operation of the Rules, and in 
addition by Art. 5 provision is made 
for “particular goods” to be excluded, 
also by mutual arrangement between 
the parties, but in order to earmark 
shipments under such conditions as be- 
ing transactions of a special nature, 
such goods can only be shipped under a 
receipt which would be a non-negoti- 
able document and should be clearly 
marked as such. This clause was in- 
serted because it was recognized that 
occasions might arise when by the very 
special nature of the goods involved, 
the right to make special terms of car- 
riage must be conceded, but it was felt 
that the position was safeguarded and 
that the door will not be thrown open 
to any substantial avoidance of the use 
of the Rules by the special stipulation 


attached as to the. documents to be is- 
sued, 

Cargo shipped in bulk is also sub- 
ject to the terms of the Rules, but in 
event of any dispute in regard to the 
quantity delivered, the bill of lading is 
not necessarily decisive as to the quan- 
tity actually shipped, and the onus of 
proving the quantity placed on board is 
thrown upon the shipper. This seems 
reasonable in view of the circumstances 
in which many bulk cargoes are 
shipped. 

Replies to Objections 

The Rules have naturally been sub- 
jected to a certain amount of criticism 
in different directions. 

Objectioa has been taken to the fact 
that the rules are not being enforced 
by legislation. Frankly speaking, I felt 
myself until the Hague Conference, 
that this -was the only way in which 
the rights between the parties could 
be securely regulated. I was led to this 
view by the fact that for years the car- 
riers entrenched themselves in a hostile 
camp-and refused to discuss any inter- 
ference with what they described as 
“the rights of the parties to contract 
freely on any terms.” In course of time 
we established the fact that, there was 
no real freedom of contract as far as 
the shipper was concerned. The Car- 
riers met us frankly at the Hague in a 
spirit of accommodation, and.they have 
pledged themselves to make _ these 
Rules effective. I see no reason to 
doubt in any way their bona fides in 
this respect, nor their ability to carry 
out what they have undertaken. 

It must be borne in mind that in 
earlier days when agreements were 
made as to bills of lading they did 
break down frequently, but the carrier 
today is in a much stronger position 
to carry out any undertaking by rea- 
son of the fact that the steamship or- 
ganizations have concentrated into: com- 
binations which are powerful enough to 
control the situation. 

I would also remind those who press 
for legislation that while the Rules 
have been drawn up with as much care 
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as possible, it may arise that some 
amendment in the same may be re- 
quired after the test of experience. 
This could easily be done by bringing 
the parties together, but if the Rules 
receive the stamp of legislation it will 
always be a very difficult and tedious 
process to secure any alteration in any- 
thing which has once been made law. 
Legislation as a Whip 

If, however, for any unforeseen rea- 
son the Hague Rules are not made 
effective by the carriers then we re- 
serve to ourselves the full and imme- 
diate right to apply for legislation to 
enforce them. I do not anticipate there 
will be any necessity for this, but if 
the contingency does arise we have a 
great advantage in possessing for the 
basis of legislation Rules which were 
prepared by parties representing all in- 
terests and who regard the Rules as 
being reasonable and equitable. 

The representatives of those coun- 
tries in which legislation in connection 
with the terms of bills of lading is al- 
ready in existence have pledged them- 
selves to secure that such shall be 
modified so as to conform with the 
terms of the Hague Rules. Several 
other countries are contemplating or 
are in actual process of bringing into 
force legislation to deal with bill of 
lading clauses, and they are to be ap- 
proached with a view to securing that 
the Hague Rules shall be the basis of 
their legislation. 

Rules a Fair Compromise 

When these Rules come into general 
operation, as I am confident they will, 
I feel that we shall have established 
a real and most valuable reform of a 
s.ate of affairs which was satisfactory 
neither to cargo owners nor carriers. 
It is obvious that overseas commerce 
can best be maintained and developed 
by close and amicable co-operation be. 
tween all those concerned. Frictiop 
and litigation will always tend to arise 
when the rights of parties under a con- 
tract are ill defined. The Rules do much 
to avoid any trouble of this nature aris- 
ing. Should any of you think that, per- 
haps looking at the matter from the 
point of view of the cargo owner, not 
so much has been secured to his ad- 
vantage as might have been, I would re- 
mind you that in coming to the .deci- 
sions we have, we could not,expect to 
get everything we wanted; fad to be 
a matter of give and take between the 
parties, and I really believe that the 
agreement which was reached repre- 
sents a fair and equitable solution of 
the difficult position, and that this solu- 
tion has been brought about by a frank 
discussion between business men who 
were anxious to meet each other on 
common-sense commercial lines. The 
Rules should record another step for- 
ward towards simplicity and uniform- 
ity of, practice in connection with con- 
tracts of, carriage by sea. 


COMMENT ON HAGUE RULES 

J. Parker Kirlin, chairman of the 
American Steamship Owners’ Associa- 
tion committee on The Hague Rules: 
“Opinion on the subject of The Hague 
Rules has not yet matured sufficiently 
to justify any expression of the prob- 
able attitude of American vessel own- 
ers. A meeting is to be held in London 
to discuss these rules on November 
28rd, 24th and 25th, which I expect to 
attend. After the result of that meet- 
ing is known it is possible that some 
statement may be forthcoming.” 

Russell H. Loines, Johnson & Higgins, 
and secretary of the Mutual Protection 
& Indemnity Association, who has also 
sailed for London: “The rules, as 
drawn, do not fully safeguard ship- 
owners’ rights under American law. 
* * * * ‘There is a further question 
as to the policy of establishing so high 
a maximum.” 


ROBESON GENERAL ADJUSTER 

Alex. L. Robeson of the Importers & 
Exporters, now bears the title of gen- 
eral adjuster in the fire department. 
For many months he has handled the 
company’s fire and automobile losses 
and formerly was an adjuster of auto- 
mobile. collision and property damage 
claims in the metropolitan department 
of the Globe Indemnity, 








HAGUE RULES ENDORSED 





American Institute Passes Resolution 
Agreeing to Regulations as Con- 
tained in Rules 





The American Institute of Marine 
Underwriters has approved The Hague 
Rules, following the action taken gen- 
erally by marine underwriting associa- 
tions in other countries. A resolution 
was passed at a special meeting on Mon- 


day of this week stating that local un- 
derwriters endorse bills of lading writ- 
ten to conform with the regulations set 
forth in The Hague Rules. One or two 
points in the rules evoke criticism but 
it is felt that minor amendments may 
be made without difficulty. 

Acceptance of The Hague Rules and 
their division of responsibilities be- 
tween carriers and shippers is taken 
to mean that the proposed amend- 
ments to the Harter Act, more far- 
reaching and drastic, will not be pushed 
by the underwriters. In a spirit of 
compromise they seem willing to sup- 
port The Hague Rules, which meet 
most. evils relative to present day bills 
of lading, provided the steamship own- 
ers also lend assent. Some _ under- 
writers are a trifle skeptical whether 
the American carriers will place their 
stamp of approval upon the responsi- 
bilities delegated to them through the 
Rules, and if they do not, the original 
scheme of fighting for relief through 
legislative acts will be resumed. 





JONES BILL UP AGAIN 





Will Make Determined Effort To Pass 
Model Marine Insurance Bill 
Next Month 





Washington, Nov. 15.—Efforts will be 
made early in the regular session of 
Congress, which begins December 5, to 
secure the passage of the Jones Bill 
regulating marine insurance in the Dis- 
trict of Columbia. 

The measure was called up for con- 
sideration last week under the calendar, 
but Senator Jones of Washington, its 
euthor, asked that it go over until some 
future date. If it is brought up again 
under the calendar before Congress ad- 
jovrns the special session, an attempt 
will be made to have it passed by unani- 
mous consent, but if this fails it will 
be brought up early in the year and an 
effort made to secure its passage. 





JESSE SPIER IMPROVING 

Jesse Spier, vice-president and head 
wnderwriter for the Importers &, Ex- 
porters, has been away now three weeks 
from his desk and confined to his home 
with a serious attack of typhoid fever. 
Although he is safely on the road to 
recovery it is not expected that he will 
return to Beaver Street until about 
next March. Meanwhile the principal 
burden of underwriting falls upon Con- 
verse D. West who so far has lost none 
of his customary cheerfulness, despite 
the added strain. 





ELECT INSTITUTE OFFICERS 

William H. McGee was elected presi- 
dent of the American Institute on Mon- 
day by the board of directors. He suc- 
ceeds Hendon Chubb. Louis F, Burke 
becomes vice-president and Douglas F. 
Cox secretary and treasurer. Praise is 
due Mr. Chubb for the splendid work 
accomplished during his administration, 
a period when many matters of prime 
importance came before the Institute. 





NEW HAVEN CONFERENCE 
Saturday found the marine insurance 
district strangely devoid of a group of 
underwriters and company officers who 


claim either Yale or Princeton as their 


college alma mater or who are ardent 
football enthusiasts. Judging from the 
numver of empty desks the Yale Bowl 
conference must have been exception- 
ally well attended. 





The oldest marine insurance policy. 
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a 86 Fulton Street 


THE LAW 


Relating To 


Automobile Insurance 


as stated and applied in the decisions con- 
cerning AUTOMOBILE FIRE — THEFT — 
COLLISION—TRANSPORTATION and 
INDEMNITY 
insurance policies from the first reported 
case in 1908 to the latest in June, 1921, with 
analyses of the cases 


By JOHN SIMPSON 


The subjects treated cover every point 
which has arisen in the higher courts re- 
garding automobile insurance and include: 
Power to Write Automobile Insurance, 
Constitution of the Contract, Construction 
of Policies, Representations and Warran- 
ties, Valued Policies, Depreciation, Refor- 
mation and Cancellation, Proofs of Loss, 
Powers and Authority of Agents, Brokers 
and Adjusters, Arbitration, Appraisal and 
Award, Extent of Loss and Option to Repair, 
Subrogation, Dealers’ Policies, Reporting 
Fire Losses, What Constitutes Theft, Re- - 
porting Theft Losses, Return of Recovered 
Automobiles, What Constitutes Collision, 
Losses in Transportation, Violations of Law 
by Insured, Settlements with Injured Per- 
sons, Interference with Negotiations and 
Suits, Notice of Accidents, Reference to 
Insurance in Negligent Actions, Actions and 
Defenses, Public Service Vehicle Bonds, 
etc., etc. 
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CASUALTY AND SURETY NEWS 














How Travelers Is 


Handling Renewals 


STANDARDIZES ITS PRACTICE 





Renewal Lists Prepared at Home Office 
Two Months in Advance of 
Expiration Note 


The handling of renewals is one of 
the most important if not the most im- 
portant, matter in connection with an 
agent’s or broker’s business. The re- 
tention of a renewal, other things being 
equal, is more important than the se- 
curing of a new risk. The negotiation 
of a renewal affords an opportunity to 
serve the policyholder. Such service is 
invariably appreciated; but inattention 
at such a time is likely to be resented. 

The handling of renewals is more- 
over @ matter which has exhibited 
great variations in practice, and the 
Travelers has, therefore, in the interest 
of all concerned, standardized its prac- 
tice commencing with October renew- 
als. This procedure contemplates the 
preparation of renewal lists at the 
Home Office two months in advance of 
date of expiration. The list when it 
reaches the agent or broker will con- 
tain all of his expirations for a given 
month in whatever line of business—- 
compensation, liability, automobile, 
burglary, plate glass, boiler—any lines 
within the purview of the compensation 
liability and indemnity manager or gen- 
eral agent. 

In the body of the sheet will be 
shown the day of expiration, form, pol- 
icy number, name of assured and in- 
structions respecting the renewal of 
e-ch risk. Every other line calls for 
“agent’s and broker’s renewal order 
and instructions.” On this line the 
agent or broker must insert order for 
renewal in each case with data respect- 
ing changes in the risk or coverage 
desired, the agent returning onéjof the 
two copies sent him to the branch office 
or general agency through which he 
transacts his business. Lists covering 
December renewals will be sent during 
September, January renewals during 
October, ete. Risks will not be re- 
newed except upon specific order from 
the agent or broker and we bespeak the 
co-operation of our agents and brokers 
in the operation of this new system 
which is as much to their advantage as 
to the Company’s. 

“Automatic renewal is expensive and 
vnbusinesslike, and has cost many a 
representative a large amount of busi- 
ness,” the Company says. “It has ap- 
plied perhaps to the automobile line 
more than to any other, although the 
automobile line is the one to which it 
was least applicable. When you stop to 
think of it, in these days with more 
than ninety prominent makes of auto- 
mobile, with an annual wastage or re- 
Placement of about 1,500,000 cars, it is 
little short of* foolish to automatically 
issue a renewal of an automobile pol- 
icy written up to cover the same car 
as the year before. Not only is the cost 
of writing the policy and in recording 
it, mailing it, ete., involved, but the ef- 
fect upon the policyholder who has a 
new car and who has received a policy 
which he must return and have re-writ- 
fen, is very unfavorable to the agent or 
broker. Furthermore, the opportunity 
to increase limits of coverage and to 
add coverage is thrown away. 

We do not need to say that the 
Proper and business-like way to renew 
4 risk is for the insurance representa- 
tive to consult his policyholder, ascer- 
tain if there has been a change in car, 
if the limits are as high as the as- 
Sured should have, if property damage 
and collision can be sold, if not prev- 
lously carried, and if so to negotiate 

© amount of property damage and 

e form of collision. 

Not to do this, but to stay away from 


Howard Joins 
Commercial Casualty 


MANAGER H. & A. DEPARTMENT 





Former Vice-President of Union Indem- 
nity Company; Many Years’ Expe- 
rience in Casualty Insurance 





C. Clark Howard has assumed his 
new duties as manager of the commer- 
cial accident and health department of 
the Commercial Casualty Company of 
Newark, having been recently appointed 
to that position. Mr. Howard has many 
friends among the agency forces of the 
country and has been connected with 
casualty insurance for the past twenty- 
two years. 

Mr. Howard began his insurance 
career with the Great Eastern Casu- 
ality in 1899. In 1905 he was appointed 
superintendent of agents, and made a 
member of the board of directors in 
1909. He resigned in 1911 to become 
manager of the accident and health de- 
partment of the Massachusetts Bond- 
ing. In 1913 he returned to the Great 
Eastern as agency director, and in 1914 
he was re-elected a member of the 
board of directors. 

When the Great Eastern was re-in- 
sured in 1920, Mr. Howard was elected 
vice-president of the Union Indemnity 
Company. He recently resigned this 
position. Mr. Howard has a large cir- 
cle of friends in the insurance world, 
being particularly well known in the 
agency field. 





F. E. FIELDS PROMOTED 





Assistant to Vice-President McCann 
Specializes in Court Service for Na- 
tional Surety in Brooklyn 





Frederick E. Fields has been appoint- 
ed to succeed John Bielman in the 
Brooklyn office of the National Surety 
Company. Mr. Bielman has resigned 
to enter business for himself. Daniel 
McCann, vice-president of the National 
Surety, has charge of the Brooklyn office 
and Mr. Fields will be his assistant. 

Mr. Fields has been connected with 
the home office and has engaged in 
City Court work for the past nine years, 
In Brooklyn he is to specialize in Court 
service, and’ Vice-President John L. 
Mee, superintendent of agents, is confi- 
dent that the new assistant will render 
first-class service to the company’s cli- 
ents in the big borough. 








the policyholder and mail a renewal 
automatically upon the old basis not 
only represents the antithesis of the 
above, but forfeits, in many cases, the 
opportunity to discover or to forestall 
and defeat competition. 

“Old methods are daily being dis- 
placed by new. What was good enough 
yesterday is faulty today, and will be 
impossible tomorrow. We are certain 
that our representatives will find this 
mew system greatly to their advantage, 
that it will conserve their business, as- 
sist in properly serving their clients, 
and will increase their income. We 
bespeak, in its application, their whole- 
hearted co-operation.” 
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Globe Indemnity Ten Years Old; 
Enthusiastic at Housewarming 





General Agents Attend From All Parts of Country; Tribute From 
’ General Manager Hugh Lewis and Others Paid to President Reid 


The Globe Indemnity Company is 
ten years old and the occasion was cele- 
brated in Newark for three full days of 
last week in a double event—the anni- 
versary and the housewarming of the 
beautiful new business palace which 
acts as the home office of the Globe and 
also houses the parent company, the 
Liverpool & London & Globe. To give 
eclat to the occasion General Manager 
Hugh Lewis, a world-famed underwriter 
who began his career as a Liverpool 
office boy on a salary at which office 
would turn up 


boys in this country 


their noses, was on hand. From the 
four corners of the country came the 


general agents, about as progressive 


and up-to-date and intelligent a lot of 
men as any company could command, 


and to say that they were pleased and 
proud of their company, its officials 
and the new building, is to put it mild- 
ly. Everything went with a whoop, and 
rarely does such enthusiasm permeate 
the production end of an insurance in- 
stitution. This enthusiasm had full 
vent at a big dinner in the Robert Treat 
Hotel; at a clubby and enjoyable 
smoker in the big auditorium in the 
Globe Indemnity Building (that audi- 
torium will compare favorably with any 
in New York); and even on the golf 
links. 
Much Praise for President 

It was @ proud series of moments 
for A. Duncan Reid, who started the 
company in a little room without furni- 
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ture ( a picture of the room was placed 
on the menu card at the Robert Treat 
dinner); and this popular insurance 
figure was cheered and eulogized until 
a less sane individual would have had 
his head turned. Much of the praise 
came from the general manager, Mr. 
Lewis, because the parent company 1s 
very proud of his achievements.. The 
accouchement of a casualty company in 
this day and generation is not an easy 
affair, but to accomplish what Reid did 
in a decade is “going some!” “I think,” 





A. DUNCAN REID 


said Mr. Lewis reflectively to The Hast- 
ern Underwriter man, “that ‘going 
some’ fis one of your characteristic 
American expressions, and I feel it may 
be well used in this connection.” Any- 
way, ten years ago “there weren’t no 
Globe Indemnity.” Today, it has more 
than $13,000,000 of admitted assets, 
with a building the book value cost of 
which is almost $1,500,000. 

The city of Newark, which feels sure 
that it has overtaken Hartford as an 
insurance center, is quite elated at hav- 
ing the Globe and Liverpool & Londo 
& Globe in its midst. Its other insur- 
ance companies are The Prudential, 
Mutual Benefit, Firemen’s, American, 
Newark, New Jersey and Commercial 
Casualty, and some prominent Newark- 
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ers turned out for the banquet. They 
included the Mayor, and prominent 
bankers, and Vice-President and Assvu- 
ciate General Counsel E. D. Duffield, 
of The Prudential. Among other guests 
at the speakers’ table were the commis- 
sioner of banking and insurance for 

New Jersey, William E. Tuttle; J. V. 

Barry, of the Metropolitan Life, and 

President James L, Case, of the Nation- 

al Association of Insurance Agents. 

The reception tendered to General 
Manager Lewis was one of the features 
of the week. He was quite stunned by 
its spontaneity and volume, so much 
impressed that he dictated a letter of 
appreciation to Mr. Reid which will be 
found elsewhere. 

Big Family Affair 

Although the expression “a big family 
affair” is becoming common in describ- 
ing insurance company conventions, 
there is no other phrase which more 
aptly applies to the gathering last week 
of the Globe Indemnity general agents 
—they surely felt at home, acted as 
tneugh they were members of one large 
group, and they undoubtedly enjoyed 
every minute of their visit. This at- 
mosphere of “at-homeness” was one of 
the outstanding features of the three- 
day convention and made a lasting im- 
pression on General Manager Lewis, 
who gained a real insight into the 
splendid spirit behind the Globe or- 
ganization in this country. 

The program of the convention was 
not pretentious. The mornings were 
devoted to business, the afternoons to 
golf, theater, and automobiling, and the 
evenings to banquets, dinners and other 
entertainments. Despite the rain on 
Wednesday a few of the more enthus- 
iastic golfers braved the elements and 
followed the little white balls over the 
wet course. Thursday brought better 
golf weather, much to the satisfaction 
of “Tommie” Graham, the Globe’s met 
ropolitan manager, who was one of the 
first to don his suit. The majority 
of the golfers rode out to the Country 
Club before lunch, so eager were they 
to get going. Even President Reid was 
persuaded to forsake his lunch. 

The golf winners were Thomas C. 
Moffatt, W. G. Strickland, George 
Yuengling, Frank Appleby, Harris Lat- 
ta, Captain Murphy and George Stiner. 

When the first assembly was called 
to order, President Reid officially wel- 
comed the general agents, expressing 
his pleasure at meeting so many of 
them under one roof and assuring them 
that a good time awaited all. At the 
conclusion of his address President Reid 
introduced Hugh Lewis, whose wel- 
come had almost as much noise in it 
as Mr. Lewis heard at the Princeton- 
Harvard game which he had witnessed 
a few days before in Princeton. The 
chief officer of the Liverpool & London 
& Globe was unstinted in his praise 
of President Reid and devoted the 
major part of his address to compli- 
menting him on his very capable and 
efficient administration. Speaking of 
the new building, Mr. Lewis said that 
it was due to President Reid’s vision 
that the company has such a splendid 
structure. 

The Globe Spirit 

It was at the luncheon on Wednesday 
that the real spirit of the Globe Indem- 
nity was manifest. After the business 
session adjourned the general agents, 
Home Office officials, and Mr. Lewis 
assembled in the company’s restaurant 
on the sixth floor for lunch. Then it 
was that a group of men from the 
West, including “Dick” Hosmer, Chi- 
cago; Perry Flicker, Cleveland; and 
Dave Murphy, Dubuque, sang topical 
songs which made a hit. This feeling 
of good fellowship, as exemplified in 
the topical songs, permeated the whole 
crowd and the luncheon was interrupt- 
ed again and again. 

Mr. Lewis was visibly impressed by 
the spirit of the agents, and, arising 
from his seat on three separate occa- 
sions, he made responses. To a visi- 
tor from abroad this exhibition of the 
friendly feeling which exists between 
the compary and the agents was won- 
derful to behold. As he expressed it, 
“I wish that Mrs. Lewis could have 
been present; I shall never forget it.” 





During the luncheon, Mr. Reid an- 
nounced the appointment of Moses A. 
Craig as superintendent of the. com- 
pany’s fidelity and surety department. 
This appointment met with widespread 
approval, judging from the enthusiastic 
cheering which it evoked. 

“Among Those Present” 


The vanguard of the agents arrived 
on a special train from the West. It 
was on this train that the songsters 
tuned up in preparation for the rendi- 
tion of their topical songs. The Hos- 
mer brothers, Perry Flicker and Nathan 
Klee infused lots of “pep” into the 
gatherings, no matter where they were 
held. G. G. Blatz and F. Kasten of Mil- 
waukee are two more “live wires” who 
kept things moving. 

David Duncan, an intimate friend of 
Harry Lauder, came from San Fran- 
cisco a few days ahead of the opening 
session in order to play some golf with 
Harry. Another golf enthusiast who 
couldn’t wait for sunshiny weather was 
W. G. Strickland of St. Paul. He gave 
some of the Hasterners a better idea 
of how the game is played in Minne- 
sota. Arthur W. Armitage, of Mirnne- 
apolis, is considered one of the great- 
est natural salesmen in the Middle 
West. He tried to sell Secretary Kings- 
bury several carloads of oats, but Kings- 
bury wouldn’t buy on a falling market. 

One genial chap was hailed as the 
next governor of Vermont. The Honor- 
able Stephen C. Dorsey was ihe recip- 


ient of that flattering compliment, and. 


the general agents of the Glob2 Indem- 
nity swear by him. Sam Glavs, who is 
just as polished as his name implies, 
came from Detroit to touch elbows with 
the “other fellows.” Another prospec- 
tive office holder is John F. Gaffey. 
who is suspected of having ambitions 
of becoming the next mayor of Hart- 
ford. 

Wallace and Charles Reid, brothers 
of President Reid, left the Smoky City 
for a few days so as to be present when 
their brother “Dunc” was host to such 
a crowd of good fellows. “Bo” Irwin 
and George Damour made the trip from 
Atlanta, and W. H. Klinesmith came 
all the way from New Orleans. There 
were numbers of other fine fellows; 
only lack of space prevents mention- 
ing them all. 

An Act of Esteem 


One of the pleasantest features in 
connection with the Globe Indemnity’s 
celebration of its tenth anniversary was 
the presentation of a very handsome 
chest of silver to President Reid, the 
silver being the gift of all of the em- 
ployes of the company. The presenta- 
tion was made by Treasurer Harry 
Furez on Monday afternoon and was 
the forerunner of the opening of the 
three-day convention on Wednesday, 
following the holiday. 

The gift was a complete surprise to 
Mr. Reid, and the presentation was ar- 
ranged so quietly that he had no inti- 
mation of what was going on. Mr. 
Furez had charge of the preparations 
for the event, and every employe in the 
home office and in all the branch 
offices contributed to the fund for the 
purchase of the chest of silver. On 
Monday afternoon Mr. Reid was called 
to the auditorium, where all the home 
office employes and some from the New 
York office had assembled, and Treas- 
urer Furez made the presentation. This 
material evidence of the high esteem 
in which President Reid is held by all 
of the employes of the Globe Indemnity 
Company touched him deeply and he 
responded feelingly to such a splendid 
tribute of their good will. 





QUIET ON THE STREET 

Armistice Day was a real holiday in 
the insurance district. Very few offices 
were open, even for clerical work. 
With Tuesday and Friday as holidavs, 
last week was badly broken up. The 
field man eased up, as was evidenced 
by the small: amount of new business 
which was reported at the various 
home offices. It has been a long time 
since two holidays were included in 
one week, and the insurance companies 
are not looking forward to another such 
short working week, 


Hugh Lewis Brings 
Home Office Message 


TRIBUTE TO A. DUNCAN REID 





General Manager Tells of Parent Com- 
pany’s Prestige; Pleasure in 
Growth of Globe 





Hugh Lewis, general manager of the 
Liverpool & London & Globe, parent of 
the Globe Indemnity, was the principal 
speaker at the Globe Indemnity ban- 
quet at the Robert Treat Hotel in New- 
ark, a distinguished gathering which 
included about one hundred general 
agents of the Globe Indemnity, listen- 
ing to him in marked attention and 
giving him a rousing greeting. A few 
nights before Mr. Lewis had met many 
of the higher executives at the Sumner 
Ballard dinner, and in Newark some 
of those wbo attended the Ballard din- 
ner were present to hear him speak. 





HUGH LEWIS 


They included Mr. Ballard, C. A. Lud- 

lum, James J. Hoey, E. B. Boyd, C. W. 

Bailey, D. H. Dunham and others. 
Reads Cable From Chairman 


Mr. Lewis’ talk, reproduced almost in 
full, follows: 

“My first word must be to say to you, 
Mr. Reid, that I am well aware it is my 
Official position as chief officer of the 
parent Company the Liverpool & Lon- 
don & Globe which is the only claim I 
can hold for standing at this moment 
in so prominent a place. In this con- 
nection, may I say that it would be 
more appropriate if my predecessor, 
Mr. Dent, stood here, for it was during 
his term of office that your Company 
was founded and grew to its present 
stature. I pay him and his predecessors 
homage for their great work. It is for 
those of us who follow to see that the 
great traditions of the service are main- 
tained. May I add this further personal 
reference just to say it is a great pride 
to me now to be general manager of the 
great Company whose service I entered 
at 17 years of age, at the remuneration 
of a dollar and a half per week, which 
quite likely was a dollar more than I 
deserved. 

“Here I would like to read to you a 
cable message I have just received from 
Mr. A, Kentish Barnes, the Chairman 
of the Liverpool & London & Globe, 
as follows: 

The Chairman and Directors of 
the Liverpool, London, Globe send 
Greetings and hearty congratulations 
to Mr. A. Duncan Reid and the Staff 
on the tenth anniversary of the Globe 
Indemnity Company and confidently 
hope this will prove but one of many 
more milestones on the road to suc- 
cess and prosperity for all. With 


best wishes for a Happy evening. 
“Whilst, Sir, you have been kind 


enough to designate me as your guest 
I feel as a director of the Globe Indem. 
nity Company and general manager of 
the Liverpool & London & Globe, that 
it may not be out of place for me to 
say at the cutset on behalf of the Liver. 
pool Company, its Board of Directors jp 
Liverpool and its executive, how much 
we appreciate the honor paid us by the 
presence here tonight of his worship 
The Mayor of Newark. Like the 
bishops, we acknowledge him as ip. 
capable of doing wrong and as being 
beyond all criticism. We are glad to 
feel that his presence shows that, ip 
his judgment, well-managed insurance 
companies, like well-managed corpora. 
tions, stand for something in public 
life. 
Appreciates Guests’ Attendance 

“We are indebted to the distinguisheq 
state and city functionaries for the com. 
pliment they have similarly paid us by 
gracing this festive board by their 
presence. 

“We have amongst us other men of 
eminence in the business life of New 
York and Newark, representing bank- 
ing, insurance and other interests. | 
wish to refer particularly to the pres- 
ence here of the presidents and man- 
agers of friendly competitive companies, 
who always show their sportsmanship, 
which is such a characteristic of Amer- 
ican life. These gentlemen we recog- 
nize as amongst the pillars of our world 
of insurance. It is also very encourag- 
ing to us Officials to see so many of our 
valued agerits in this gathering. 

“Prominent among my fellow guests 
must be placed the eminent architect 
who has been responsible for the design 


and the erection of the noble building 
which is row the home of the Globe 
Indemnity. Mr. Goodwillie has shown 


how it is possible to combine the claims 
of art and the beauty of line and curve 
with the business utility for which the 
building is primarily purposed. 

“And last but by no means least, may 
I refer to our able and much esteemed 
and appreciated New York chairman, 
Mr. Hubbard, and his distinguished col- 
leagues on the board, to whom our 
companies are so much indebted. 

A Trustee 99 Years Old 

“May I at this point take the oppor- 
tunity of referring with gratitude to the 
long and notable services rendered the 
Company by one of the outstanding per- 
sonalities of the business life of New 
York who is just retiring from his posi- 
tion as one of our trustees. I refer to 
our G. O. M., Mr. John A. Stewart, 
lately president ,of the United States 
Trust, and who reached the great age 
of ninety-nine years in August last, is 
still in possession of his magnificent 
intellect and to whom, I am sure, we 
wish every good thing. Mr. Stewart 
has been connected with the Company 
as Director and Trustee since 1881, a 
period of forty years. 

“Now! in regard to your good self, 
Mr. Reid, and your able colleagues, 
your staff and agents everywhere, may 
I corgratulate you in the name of the 
parent company on the magnificent 
property you have built up in the space 
of ten years. You impress me, sir, if I 
may say so, as a man of vision and dis- 
cernment and with big ideas. You put 
us in England to shame by the rapidity 
with which you have reared this edi- 
fice, the: Globe Indemnity. In this 
sense we bow to you and are indebted 
to you and your devoted colleagues. 
Nothing in the matter of magnitude we 
have been able to do at home in the 
casualty business, or elsewhere in our 
foreign centers, approaches your 
achievement. 

“You, I know, are first to admit that 
your work of development has been 
facilitated by the respect—by even the 
affection—held for the parent Company. 
The Liverpool & London & Globe, and 
for that esteem we are grateful to our 
supporters in this land of liberty and 
emulation. 

Mr. Reid’s Personality 

“It is a pleasure to say Mr. Reid has 
implanted. his personality on the Globe 
Indemnity in a remarkable way. He 
created it, he is it and it is he. He 
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THE EASTERN UNDERWRITER 





eT 
works with it, I believe he must sleep 
with it—I certainly know he plays golf 
with it. 

“tt comes to my mind, sir, that 
amongst a chairman’s duties is the pro- 
tection of the speaker from the just 


yengeance of his audience. If I should 
pecome too prolix, I trust I can count 

on a reminder, confidential even if 
emphatic, of the fact so that I may not 
involve myself in conditions which 
would call for the exercise of your au- 
thority in the manner indicated. 

“| am already taking so much advan- 
tage of your most considerate reception 
and patient attention that I remind my- 
self of the village parson who had 
wearied his hearers by talking for fifty 
minutes on the major prophets, and 
then to the horror of the worn out con- 
gregation remarked that, having spent 
a few brief minutes on the major 
prophets, they would now turn to the 
minor prophets. ‘Where,’ said the min- 
ister, ‘amongst the minor prophets 
should they put Malachi?’ A thoroughly 
exasperated countryman, unable to fur- 
ther restrain his feelings, called out, 
‘Hey, Minister, Malachi can have my 
seat. I’ve had enough.’ You know, I 
feel, as I am not half through, that I 
may suffer the deserved fate of that 
unfortunate parson. 

“Now, sir, we insurance men are 
proud of our calling. It is a clean, 
straight business, in the conduct of 
which it is not necessary to do any 
mean or unworthy thing. There is 
nothing about it which can degrade or 
humiliate its servants. It is a business 
of co-operation. I sometimes think 
there is no calling which more than 
ours, if as much, dutifully carries out 
the injunction that we are to bear one 
another’s burdens. 

“We insurance officials have at least 
this in common with those public serv- 
ants who have honored us tonight; 
that we serve others; we are by our 
own volition not in business for our- 
selves alone; our abilities, our industry 
are in trust for others; it is for us to 
see that our faithfulness is a thing de- 
pendable. 

“Then, it is a business with no ‘caste 
distinction’ about its personnel; every- 
one starts equal. Money, power, in- 
fluence, hardly count as against the 
merit of the individual. 


Proud of Insurance 


“We are justly proud of our calling. 
What of our particular companies? 
May I be pardoned for a.minute or two 
if I refer to them. If I have more in 
mind the great parent company, The 
Liverpool & London & Globe, I may per- 
haps ask Mr. Reid’s indulgence. It is 
because it is the older service and it is 
the parent, and because I know its 
svirit breathes through its child—the 
Globe Indemnity. 

“The history of the Liverpool & Lon- 
don & Globe in the U. S. A. is so well 
known that I need carry it no bouquets 
tonight. We are told that a company 
has neither soul to be saved nor body 
to be kicked, it is an intangible thing. 
But somehow we cannot feel quite like 
that when we think of the great and 
glorious history of our Company which 
has been established over a century and 
which has penetrated in its operations 
to all narts of the earth and maintained 
a name not only unsullied but which 
stands as a beacon-light in its example 
to all newcomers. What is our com- 
pany and what are many others repre- 
sented here tonight but the life story 
of effort, of loyalty, and of self-sacri- 
fice of their great servants. I cannot 
Possibly dwell on this subject without 
thinking of such men who have served 
our Company in this continent. I refer 
to Mr. Eaton, Mr. Warren. and I think 
of many others. I also wish to refer to 
Mr. Low of New Orleans, another of 
the veterans who still continues in the 
active ranks. 

Extract from an American Speech 

“Within the last few days I received 
from England an extract from a speech 
delivered by an American to a body of 
business men there. I know all the 
gteat companies have received many 
Such compliments, and our friends here 


iacnisht wilt forgive me, I am sure, if 1 


r 


read this humorous testimony from an 
American to our own great company. 
This is what he said: 

“Here is that grand old firm, the 
Liverpool & London & Globe. You see 
it all over the world—thousands in it. 
You see it all over the states. When 
San Francisco was burned the L. & L. 
& G. put up a sign ‘Claims paid at 
once, Liverpool & London & Globe.’ 
Well, you go all over the states now, 
and if you talk fire insurance, never 
mind where you are, some man will 
say: ‘There is that old English firm, 
Liverpool & London & Globe’ and every 
American believes that when this old 
world comes to an end at last there 
will be a sign—‘All claims paid at 
once, Liverpool & London & Globe.’ 
and there is many a bad man who is 
not sure where he is going to, Heaven 
or Hell, and this man is insuring with 
the Liverpool & London & Globe be- 
cause he knows that all claims will be 
paid at once. 


A Note From Mr. Gladstone 

“A few years ago I had handed to 
me what must surely be an unique illus- 
tration of a company’s reputation. I 
had given to me the original letter in 
his own handwriting and signed by one 
of the greatest prime ministers in our 
island history. The letter is as follows: 

Hawarden Castle, 
13th October, 1855. 

Sir: 

In reply to your letter of the 25th, 

I have to say that I have always 

understood that the Liverpool Fire 

and Life Insurance Office might be 
safely relied on. 
Your obedient servant, 
W. E. Gladstone. 

“We are iust as proud of that letter 
as you would be if one of vour historical 
presidents had taken the trouble to 
write a letter recommending yours as 
the one company in which he had the 
greatest faith. 

“It is nerhaps not easy for the offi- 
cials of ‘live.’ up-to-date companies, es- 
pecially so in a comparatively young 
country like the United States, to real- 
ize the early struggles in old-fashioned 
times. of those who sought to rejuven- 
ate old British comvanies who seemed 
at times to be smothered by their very 
resnectability. 

“There is rather an amusing storv 
told how one of our old officials in 
London some fifty vears ago. having 
come to the conclusion that the Com- 
pany was asleep, asked permission to 
go out and stir things up. In those 
days canvassing for business was hard- 
ly known: it was regarded as almost 
a favor to the client to accept insur- 
ance over the covnter. This gentleman 
was over fiftv. He had just the spark 
of ambition in him to desire to seek 9 
new avenue for what he considered 
his abilities. I am told he was ovr 
eashier. He asked to be allowed to 
visit the agents. a most wnorthodox 
nroceeding. It is said that the London 
Board of Directors sat long and delib- 
erately on this ‘amazing’ suggestion. 
Finally under the pressure of this gen- 
tleman, although with considerable mis- 
givings, he was given the necessarv vper- 
mission. Two or three weeks went bv 
and ho report of his doings came to 
hand. The directors then decided it 
was time to ask him for one. Another 
week went bv and at last a postcard 
was received from him addressed to 
the Chairman of the Board. On this 
nostcard was written ‘Report—See 
Shakesneare Play Macbeth, Act 2. 
Scene I, Tine No. 55.’ In due time a 
volume of Shakesneare was procured 
and the narticular line traced. This is 
what it said: 

‘It is a bloody business.’ 

“Now, I must not detain you another 
minute. TI am sure this great gather- 
ing must he an encouragement to our 
friend Mr. Duncan Reid. If he needed 
any evidence that he was not onlv 
abeved as a Chief but loved as a friend. 
I am sure he has had it at this ‘re- 
vnion.” TI believe. consciously or wn- 
consciouslv, Mr. Reid has learnt the 
great lesson of life that ‘He who would 
be greatest must be him that serveth.’ 


ane ce ee ee 


How Hugh Lewis Was 
Touched By Reception 


HIS LETTER TO A. DUNCAN REID 





Never Met Such Cordiality as That of 
Globe Representatives in All His 
Experience 





A. Duncan Reid, president of the 
Globe Indemnity, has received the fol- 
lowing letter from Hugh Lewis, general 
manager of the Liverpool & London & 
Globe. 

My Dear Mr. Duncan Reid: Will 
you give this message to my friends 
visiting the Head Office of your .great 
company and oblige me? 

It is that I have been much encour- 
aged and indeed touched by the cordial- 
ity of their welcome to me personally 
and by the evidence of their devotion 
to our service and to your good self 
as the great “All High” and “Might- 
iest” of the “Globe.” 

The courteous, indeed, most cordial 
hearing your people gave me on such a 
series of occasions, must exceed all 
your experience, as it does mine, of 
true Christian patience! 

Anyway, I also have heard and 
learned much. We are accustomed at 
home in Fngland to loyalty in the per- 
sonnel but I think I can truly say I 
have never quite found the old “Liver- 
pool” Company so worshipped (I think 
that is the word) as in the testimonies 
of affection for and unshakeable con- 
fidence in it, from, it seemed to me, one 
and all at your notable gathering. To 
hear one representative after another 
of the great agency firms spread over 
your great country, speaking with pride 
and affection of their and their forbears’ 
representation of the old Company— 
some twenty, some thirty, forty and 
even fifty years—was to me an expe- 
rience which filled and thrilled me, 
and I thank all for telling me so much 
of the great Company’s American story. 

You, my dear Mr. Reid, are too big 
a man to find anything but satisfaction 
in the repeated and most generous en- 
comiums on the Parent Company from 
which you are sprung. This is prob- 
ably inevitable having regard to the 
“Liverpool’s” wonderful American his- 
tory.. You in your high position are 
doing, I am certain, all that lies in 
man to maintain these high traditions 
in your own splendid organization. In- 
deed there is accumulating evidence 
that at the pace you and your people 








A Dedication 


“I for one am certain that however 
dark and difficult the days through 
which we are passing may be, so long 
as we have such leaders as our other 
guests here tonight the business of in- 
surance as carried on by the great com- 
panies all over the world, will continue 
to command respect of all discerning 
men, and nothing will be allowed 
vitally to undermine those methods of 
enterprise, emulation and fair dealing 
which are characteristic of our honor- 
able calling. Young and old, we have 
all our part to play; and particularly 
let the younger men see to it that they 
are equipped and fitted to follow in the 
footsteps of their great predecessors. 
Some years ago Mr. Eaton presented 
me with a book. Probably he does not 
remember it. The dedication in that 
volume profoundly impressed me. It 
was in the following words: 


To my father, who has ever 
chosen the harder way, which is a 
path that can be trodden only by the 
foot of a man. 


“I pass that on particularly to the 
younger men as a noble and stimulating 
thought in these days when so many 
in all lands seem to be suffering from 
the pestilential plague, trying to pass 
their obligations on to other people. 

“Let us ever remember it is not the 
man who shies at difficulties who is re- 
vered as leader but he who stands up 
to them. 

“T thank you.” 





t 


are setting, the “old folk” will need to 
look to their laurels. God speed you in 
this most worthy form of emulation. 
As in the past, so in the future, let our 
watchwords ever be “Stability,” “Loyal- 
ty” and “Reliability.” 

Once more may I congratulate you per- 
sonally on your notable achievement in 
building up the “Globe” and on the 
good-fellowship which unites you and 
those who work for and with you, and 
on the loyalty to the service, of which 
all who know it are so proud, I have 
seen everywhere, 

We are all in the same family and 
when any of your guests visit England 
they must, and I am confident will, 
not forget that. : 

HUGH LEWIS. 





F. C. WILLIAMS PRESIDENT 





Elected By New York City Association 
of Surety Men; E. R. Lewis Vice- 
President 





F. C. Williams was elected president 
of the Surety Underwriters’ Association 
of the City of New York at the annual 
meeting of the Association last week. 
There was a large attendance at the 
meeting, which was held at the Railroad 
Club Thursday evening, and the ticket 
presented by the nominating committee 
was unanimously elected. 


The new officers are: president, 
Fred. C. Williams, Globe Indemnity 
Company; vice-president, Edward R. 


Lewis, United States Fidelity & Guar- 
anty Company; secretary-treasurer, L. 
H. Crossman, Aetna Casualty & Surety 
Company. The executive committee is 
composed of the following: B. C, 
Lunt, Fidelity & Casualty Company; 
M. S. Jenks, American Surety Com- 
pany; T. D. Brown, National Surety 
Company; W. A. Thompson, Indemnity 
Insurance Company of North America; 
G. E. Hayes, Union Indemnity Com- 
pany. 

George E. Hayes, the retiring presi- 
dent of the Association, was highly 
praised for the splendid work of the 
organization under his leadership. A 
committee of three was appointed to 
consider changes in the form of all 
court bonds to conform to the require- 
ments under the Civil Practice Act. 





CLAIM FOR $14,000 RESISTED 
Investigator of Alleged Hold-Up and 
Jewel Robbery Advises Company 
To Deny Liability 





Claims for the’ collection of $14,000 
insurance on jewelry alleged to have 
been lost in the hold-up of their auto- 
mobile by gunmen, made by David 
Allen, 87 Nassau Street and Giovanni 
Infantino, a business associate, will be 
resisted by the Hartford Accident & 
Indemnity if the recommendations of 
Attorney, Joseph L. Prager, legal ex- 
pert to whom the case has been re- 
ferred, are adopted, as undoubtedly 
they will be. 

The head of the jewelry firm of 
David Allen, Inc.. formerly was known 
as Dietrich Allschwang. He has ad- 
mitted to Mr. Prager that he was some 
time ago in business difficulties and 
made a settlement with his creditors. 
Infantino, investigation showed, has 
served three years in a state prison. 
They had secured policies on jewelry 
stock to a total of $50,000. distributed 
es follows: Hartford Accident & In- 
demnity, $10,000; Royal Indemnity, $5.,- 
000: National Surety, $2,500; Fidelity 
& Deposit, $2,500. 

Allen and Infantino claim that they 
were making the run by auto from New 
York to Philadelphia when on a lonely 
country road they were held up by 
highwaymen and at pistol’s point com- 
pelled to surrender the two telescope 
satchels in which $14,000 worth of dia- 
monds and other jewelry was packed. 

Certain features of the case caused 
its being referred by the Hartford Acci- 
dent & Indemnity to Mr. Prager for in- 
vestigation, with the result that he ad- 
vises the company to refuse liability. 
It is probable that the other comp-nies 
will join in resisting the claim. 
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Lott Testimonial 
Whooping Success 


AGENTS SHOW APPRECIATION 





Birthday Freeting Letters From Heads 
of Other Companies, Too; Clock 
From Associates 





Edson S. Lott, president of the United 
States Casualty Company, will never 
have another birthday like November 
10, 1921, The Edson S. Lott testimonial 
in which agents of many companies all 
over the country sent his company an 
application in appreciation of the hard 
fight he has made against reciprocals 
and exchanges was a success in every 
sense of the word. When he got down 
to his office oh Thursday morning of 
last week he found his desk littered 
with telegrams, letters and applications. 
It is too early yet to tell how many 
applications there are because they 
were still coming in when The Eastern 


Underwriter went to press. There has 
never been anything just like this testi- 
monial drive and it speaks volumes for 
the popularity of the insurance presi- 
dent whose celebration of his sixty- 
third birthday was participated in by 
the agents of America. 

The nicest thing about it was that 
some of the letters received were from 
heads of other companies and the ap- 
plications covered all kinds of insur- 
ance written by the United States. One 
agent from a small town who had got- 
ten wind of the testimonial and whose 
heart was in the right place even sent 
a wire covering a dwelling house for 
fire insurance. 

Clock From Associates 


Mr. Lott’s kitchen cabinet, consisting 
of his officers and department heads, 
presented him with a beautiful clock. 
There were also flowers. 

Not the least appreciated birthday 
wish that Mr. Lott received was one 
from Victor Stevens, of the New Hamp- 
shire Fire, who had a special con- 
gratulatory card drawn as well as a 
cartoon. Among the applications were 
some from insurance company Home 
Offices. 

The idea of the Lott testimonial ap- 
parently originated spontaneously in 
three sections of the country. The 
first man to give the idea publicity was 
Jerome Scheuer, a Boston broker. The 
idea was so well received that by No- 
vember 8 a large number of agents’ 
associations, including state and local, 
endorsed it. One of the first letters 
Mr. Lott received was from Charles H. 
Holland, president of the Royal Indem- 
nity, who wrote: 

“This is and ought to be a great day 
in your life. The distinction achieved 
by you is, I am quite sure, unique in 
insurance history; and that distinction 
has been achieved by your own magnifi- 
cent and unaided efforts. What you have 
done has been not so much in the in- 
terests of the United States Casualty 
Company as in the interests of stock 
casualty insurance generally; and it is 
indeed creditable to the agents of the 
country that they of their own volition 
have decided to offer you a gratifying 
testimonial which you are receiving 
today, and it, I hope, will bring addi- 
tional prosperity to your own fine com- 
pany and all the happiness which you 
deserve for yourself, That you may 
remain a leading figure in the business 
of insurance is the sincere and cordial 
wish of Charles H. Holland.” 

W..G. Falconer, president of the Nor- 
wich Union Indemnity, sent this letter: 

“Inasmuch as every casualty institu- 
tion is under a debt of gratitude to you 
for the efforts-which you have put forth 
in: your campaign against the mutual 
and reciprocal, insurance. and as_ to- 
morrow: is your birthday, } wish: to ex- 
tend to you on behalf of this company 
onr congratulations and also our very 
bes: wishes for continued good health 


and that you may enjoy many more days 
such as tomorrow will be to you.” 


The Fireman’s Fund Insurance Com- 
pany sent a wire reading: 


“We are delighted to inform you that 
the Pacific Coast agents and brokers 
have sent us during the testimonial 
period premiums on new business 
amounting to $8,421 to. be forwarded 
to you. Best wishes from your friends 
on the Pacific Coast.” 


From a Life Executive 


T. Louis Hansen, vice-president of 
the Guardian Life Insurance Company, 
wired Mr. Lott: 


“Permit me to add my tribute to 
those of so many others throughout the 
United States on the occasion of your 
birthday. May the returns of the day 
be many and health and prosperity 
be yours to the fullest measure.” 


George D. Webb, of Chicago, wired: 


“Please accept congratulations and 
best wishes of our firm as well as my 
own expression of personal affection 


and respect for the unselfish contribu- . 


tion you have made to the cause of 
sound insurance.” 


Wade Fetzer, of Chicago, wrote: 

“Dear Uncle Edson: Best wishes for 
many happy returns of the day. May 
success and happiness fill to overflow- 
ing your remaining years which I trust 
may be many.” 


Kaler, Carney, Lifer & Company, 
formerly general agents of the United 
States Casualty, are now general ag- 
ents of the General. John T. Kaler, of 
the firm, sent this wire to Mr. Lott: 


“Greetings and three cheers for 
President Lott. Do you remember the 
arguments we had on how business 
should be built? What a team if we 
had continued together! We would 
have been pinched for over-speeding, 
Best of all, you have the love and es- 
teem of our entire family, including 
our new partner, Géorge Havens.” 


L. N. Ewing, of Tulsa, Oklahoma, 
sent this: 


“T extend to you our cordial con- 
gratulations and best wishes for this 
and many succeeding happy anniver- 
saries of your birthday. The recogni- 
tion of you by the American Agency 
System is but an expression apprecia- 
tive of the gratitude the agents feel 
towards you by reason of your untiring 
efforts in their behalf against. the com- 
mon enemy. Each and everyone of 
them today will remember this service 
and think of you all good things.” 


A. D. Tobin, F. Phinizy & Company, 
Augusta, Ga.: 


“IT am enclosing you herewith applica- 
tion for workmen’s compensation policy 
in the name of F. Phinizy & Company, 
this policy given to your company as a 
testimonial to Uncle Edson, a man 
who through his untiring efforts has 
accomplished wonderful things for the 
local agents throughout the country rep- 


resenting casualty insurance. Wishing 
Uncle Edson many more birthdays and 
hoping that the good work he has start- 
ed will continue for the benefit of all 
concerned, I am.” 


Among other wires received were the 
following: 


Bartholomay, Darling Co., Chicago: 


“We wish to convey to you our most 
hearty congratulations and best wishes. 
In our opinion you deserve the thanks 
and gratitude of everyone throughout 
the country engaged in our profession. 
We feel the effect of your efforts today 
and will continue to do so for many 
years. On this your birthday we send 
you our best wishes and acknowledg- 
ment of our appreciation of your won 
derful efforts in behalf of the entire 
insurance fraternity. We wish you 
many more successful years with 
health and prosperity.” 


J. A. Giberson, president Illinois As- 
sociation of Insurance Agents: . 

“Congratulations. Hope the volume 
of business presented will be fitting for 
the occasion.” 


Walter H. Bennett, secretary Na- 
tional Association of Insurance Agents: 


“Permit me to take just enough of 
your time on this busy anniversary day 
to wish for you that large measure of 
success which your untiring, efficient, 
intelligent service to the agents of 
America so richly deserves. May long, 
useful, prosperous life be yours.” 


Fire Underwriters’ Association of St. 
Louis: 

“We have no way of telling how 
young you are due to the amount of 
untiring energy displayed. We con- 
gratulate you nevertheless on having 
reached another milestone on life’s 
highway. We hope for a continuance 
of the enlightening rays you have cast 
and know your efforts will be rewarded.” 


Trezevant & Cochran, Dallas: 


“Please accept our best wishes for 
a happy birthday. May you live to see 
many more of them and to carry to 
even greater success the work you 
have undertaken.” 


E. M. Allen Co., Helena, Ark.: 


“Heartiest congratulations on your 
birthday and sincere wishes for many 
enjoyable returns,” 


George E. Taylor, Detroit: 

“Today there is being showered upon 
you honors never before in history con- 
ferred upon an insurance man and I 
wonder if you can take time to go back 
to the day twenty-eight years ago when 
you first called upon me, a humble in- 
surance agent in Cincinnati. At that 
time I looked upon you as being a won- 
derful man. I. now. know that my opin- 
ion was well founded. It gives me great 
pleasure to know that for a number 
of years I was intimately associated 
with you in a business way and have 
for a. longer period looked upon 
you as a warm personal friend. 
On this, the anniversary of your natal 
day, I join most heartily with the other 
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ieneoniitieg, 
insurance men throughout this broag 
land in wishing you and yours continue 
good health, happiness and prosperity,” 


Coke Davis, president Atlanta Ingyr. 
ance Exchange: 


“Congratulations to Mr. Lott. 
to ‘Uncle Edson.’” 


Southern Surety Company, Des Moines 

sy, | associates join with me in sending yoy 
our heartiest congratulations and good wishes oy 
this your birthday, and we hope the day finds 
you in excellent health and that each year, as 
the day rolls around, it will still find you’ fo; 
many, many years enjoying the same health and 
prosperity. : 

We wish especially to congratulate you upon 
the sterling campaign you nee made in the 
interests of stock companies. Evidences of good 
results from your work come to us frequently, 

We expect that many of our agents will re. 
member your Company in a more substantial 
way and trust that i non Pm you will find 


Love 


their underwriting good. eas about liability 
underwriting are so different, and it is so easy 
for one person to think a risk good and another 
one to think it bad, that we are not sending 
anything from the Home Office. You see, | 
don’t wish to put myself in the position of the 
the fellow who had a section of land up in the 


Panhandle of Texas worth considerably less than 
nothing. He had been able to trade one-half of 
it to a good friend and then took advantage of 
him in his absence by getting the conveyancer 
to put into the deed the whole section instead 


of half of it. 
C. S. Coss, President, 


Milwaukee Mechanics, Milwaukee 


It affords me much pleasure to list myself 
among your many admiring friends, who join on 
the anniversary of your natal day in paying you 
the signal honor of presenting a testimony, ex- 


pressing the esteem in which you are held. 

Your untiring efforts in spreading propaganda 
favorable to stock insurance of all classes is so 
generally appreciated sf the fraternity, that any 
commendation which I, personally, might add 
would only be a repetition of what you are 
familiar with. ; 

Rose Birp, Vice-President, 


Iowa Bonding and Casualty Company, 
es Moines, Ia. 

Many happy returns of the day. 

The most remarkable testimonial being paid to 
you by the agents of the country, in recognition 
of your untiring work in their behalf, is well 
deserved, and undoubtedly has the hearty ap- 
proval and concurrence of all Casualty Com- 
panies, as it has of this Company. 

Jor Tutte, Secretary. 


National Security Fire, Omaha 
Extend to you our best wishes for a happy 
birthday and wish you many more years of fame. 





Virginia Association of Insurance Agents 

On this your birthday we wish to extend our 
very best wishes and appreciation of your service 
to the agents of the country. 


St. Louis Casualty Agents’ Club 


Please extend sincere congratulations on your 
anniversary period. Be assured of our apprecia- 
tion for the great work you have done for us. 


Casualty Club of Kansas City 
The Casualty Club of Kansas City wish to 
express to you their appreciation of your valua- 
ble work in behalf of all stock insurance com- 
panies and their best wishes for your birthday. 





Virginia Association of Local Fire 
Insurance Agents | 
May you receive as many applications and 
tokens of friendship every day as you receive 


today and may they all be from_mutual com- 
panies and friends or new ones. Sincerely hope 
you may have many more such November 10ths 


never give out. With every 


and may the suppl : 
riendship. 


token of sincere 


Tampa Board of Fire Underwriters 

Our local board of Fire Underwriters extend 
to you congratulations on this your birthday and 
wish for you many happy returns of the day. 
We wish to thank you in all sincerity for your 
ood work done in behalf of all agents of old 
ine stock companies. 


R. A. Hoffman, General Agent Fidelity 
& Casualty, St. Louis 
The Lord was certainly good to stock compa 
nies when Pen Yann produced a Lott. | con- 
ratulate you and wish you ever so many happy 
helpful years of usefulness. 





ency Travelers, 
is. se 

With the enclosed applications as a testimonial 
of our appreciation for the splendid and wonder- 
ful work you have done in encouraging agents 
throughout the country to keep up their activities 
on worthwhile insurance through giving them 4 
line of logical facts on which to base their activ: 
ties, the writer wishes to add his personal ex 
pression of admiration on the wonderful gras 


The Harmon 


. of the situation Fa have, as evidenced by ¢@ 


and every one of the articles you have sent -“ 

There has been nothing the writer knows 0} 
during the last twenty-five years that, will -— 
where near equal the aoe you have done along 
worthwhile insurance lines. . ‘ teal 

Every insurance agent representing g00¢ inthe 
ance is under deep obligations to you, 4" . 
writer not only compliments you but wishes to 
congratulate the United States Casualty Compan 
in having. at-its head such a man as Edson S. 


Lott has proven to 
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Employers Pay 
Compensation Cost 


oe 


NO MEDICAL REFEREE 





Interesting Analysis of Laws in Typi- 
cal States Made By National Indus- 
trial Conference Board 





That the entire cost of compensation 
rests upon the employers, that the defi- 
nitions of disability vary greatly, that 
there are LO boards of medical review, 
that there is no medical referee, are 
points which the National Industrial 
conference Board makes in its interest- 
ing summary of medical phases of 
workmen’s Compensation Laws in typi- 
cal industrial states. 

An analysis of the Workmen’s Com- 
pensation Laws of California, Connec- 
ticut, Illinois, Massachusetts, New Jer- 
sey, New York, Ohio, Pennsylvania, 
and Wisconsin showed that, while there 
isa similarity in all of them, there are 
some marked differences. Quoting from 
the report issued by the Conference 
Board : 

“In all of the States studied the en- 
tire cost of compensation rests upon the 
employer, the law varying as to the se- 
lection of physicians, their pay, and the 
place of treatment, 

“In New York physicians’ fees are 
fixed by the commigsion in cases where 
physicians are called upon to treat oc- 
cupational diseases, All other fees for 
medical treatment must have the ap- 
proval of the commission. The Massa- 
chusetts law provides for a medical ad- 
yiser at $4,500 per annum, while the 
Pennsylvania law states that the com- 
mission may appoint three physicians 
at $3,000 per annum. In California, 
Connecticut and Wisconsin the law 
states that the term ‘injury’ as used 
also covers such diseases as may be 
produced by the occupation. In New 
York and Ohio a list of occupational 
diseases is specified. 

Definitions Vary 

“The definition of permanent total 
disability varies congiderably. In Illinois 
Michigan, New Jersey, New York’ an‘l 
Ohio it. is given as ‘the loss of both 
hands, or both arms, or both feet, or 
both legs, or both eyes, or of any two 
thereof. The California law provides 
that ‘in determining the percentages of 


_ permanent disability account shall be 


taken of the nature of the physical in- 
jury or disfigurement, the occupation of 
the injured employe and his age at the 
time of such injury, consideration being 
given to'the diminished ability of such 
injured employe to compete in an open 
labor market,’ 

“Tn case an employe who has pre- 
viously lost an arm, hand, leg, foot or 
tye loses the remaining member the 
present employer is held liable for per- 
manent total disability in Massachusetts, 
but in New York, Ohio and Wisconsin 
the employer is lable only for the in- 
jury which occurred in his employ; the 
State pays the remainder of the com- 
pensation for permanent total disability 
from a special fund. 

“Regarding an injury to a worker who 
has previously been paid compensation 
for permanent partial disability and 
who by reason of a second injury suf- 














T. W. THOMPSON PRESIDENT 

T. W. Thompson was elected presi- 
dent of the Surety Underwriters’ As- 
woelation of Chicago at the annual meet- 
ng held in Chigago late last week. The 
4 of officers ig ag follows: President. 
.! W. Thompson, Hartford Accident & 
demnitv; vice-president, Elmer E. Mc- 
nate. National Surety; secretary, R. 
> Cline, Aet Casualty & Surety; 
ll W. W, Steiner, Globe Indem- 


en executive committee is composed 
Me 0!: Harvey L, Jones, Maryland 
ae’: P. J. Loranger, Massachusetts 

ding; A. ©, Arnold. Indemnity In- 
‘urance Company of North America; 
Wt Maehle, can Surety; and 
-L. Wilder, Fid ity & Casualty. 


fers a more severe disability or total 
disability, the laws of Illinois, New 
York and Ohio provide that the pre- 
vious disability shall be disregarded 
and that compensation shall be paid 
for the subsequent injury as though the 
previous disability had not been pres- 
ent, 
Waivers Not Common 

“In Connecticut a defective worker 
may sign w waiver for compensation for 
injuries which may be caused by his 
defect. In other States waivers are not 
recognized. The waiting period after 
the occurrence of an injury and before 
compensation is paid varies from one to 
two weeks. In Illinois, if the injured 
person is likely to die, he or his bene- 
ficiaries must designate a physician to 
make an examination before death. 

“In all ten States included in this 
summary, if the employe refuses to sub- 
mit to reasonable examination by the 
employer cr the board, he has no stand- 
ing before the board during the time 
of such refusal. In none of the State 
laws studied is provision made for a 
board of medical review or a medical 
referee whose opinion shall guide the 
board in its determination of the de- 
gree of injury.” 





Not So Dry, After All 

“Dry-as-dust” though the records of 
insurance companies are popularly sup- 
posed to be by the outsider as a matter 
of fact every day’s mail brings to Wil- 
liam Street offices more “human in- 
terest” stories than appear in the col- 
umns of any newspaper in the land. 
For that matter the payment of every 
life insurance policy, the settlement of 
every fire claim, the meeting of every 
loss due to lapses of business integrity, 
each marine policy with its story of 
good or bad luck on the sea: all these 
have elements .of dramatic interest, 
But others there are full of bizarre 
features that would make wonderful 
reading if one with a nose for news 
could only come at them. For instance 
the claim department of one company 
the other morning got word of the lat- 
est development in the mystery of a 
gold box stolen from a millionaire’s 
home on Riverside Drive which has 
been the subject of exchanges all 
through the war between the diplorhatic 
corps and police departments of two 
warring nations. Also action was taken 
on a claim involved in the mysterious 
disappearance from a shipping mag- 
nate’s home of a world-famous yacht- 
ing trophy and allusion was made to 
the chloroforming by burglars of an- 
other millionaire’s family and the loss 
of $20,000 in jewels. And these are but 
samples of thousands of cases which 
the exigencies of the insurance busi- 
ness require be kept secret. Just think 
of what’s going on in insurance bureaus 
in the way of running down bank de- 
faulters, automobile thieves, accident 
fakers, check forgers, registered mail 
and parcel post crooks, and all that sort 
of thing. Yes, it all has the newspapers 
beat a mile. 





A Washington Ruling 
Washington has ruled that no drug- 
gist handling less than twenty gallons 
of alcohol per annum need give a bond 
to the United States. This does not 
affect bonds required by the state. 





Gets Weekly Ad Contract 
Frank F. Loomis, of the Chicago 
“Evening Post,” who was in New York 
early this month, closed while here-a 
weekly advertising contract with a 
large casualty insurance company. 
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The “Home” of Automobile Insurance 


Chester M. Cloud 
Metropolitan Agent 
Automobile Dept. 





The Home Insurance Co., New York 
59-61 Maiden Lane 


Phone: John 1363 























The METROPOLITAN CASUALTY 
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HOME OFFICE, 47 CEDAR STREET 
CHARTERED 1874 
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MOTOR CAR MUTUAL FIRE INSURANCE COMPANY 
MOTOR CAR MUTUAL CASUALTY COMPANY 
50-56 JOHN STREET, NEW YORK CITY 


We write full coverage automobile insurance at 20% less than 
the conference rates. 


Telephone :—John 5880 Business written only through brokers 


We are open for agencies in New York and Pennsylvania 








W. E. SMALL, President BE. P. AMERINE, Secretary 
When Insured in 


Georgia Casualty Company 


jem Sure Or SERVICE 0° 


Surplus and Reserves to Policyholders Over Two Million Dollars 
HOME OFFICE: MACON, GEORGIA 























MORE THAN } 
$28,500,000.00 


: _o 
has been paid to Continental poli- Amer 1can 


cyholders or their beneficiaries as 
indemnities for loss of business 


time by accident, or for accidental 
loss of sight, limb or life, or for uret V | 
loss of business time by sickness. » 

v every city of the Union and 
in Canada we are protecting many 
thousands of business and profes- Company 
sional men. Continental Accident 
& Health Policies SELL and stay 





-———— 














ae Seed openings for the right 0 if N ew E 6 ork 
Contioental Casualty Compan 
H. G. B. ac a ‘ | 100 BROADWAY 


General Offices: Chicago, U. S. A. 
Canadian Head Office: Toronto, Canada 





























Fidelity and 
H.KRAMER Surety Bonds 


ADJUSTER 


90 William St., New York City 
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